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@ GROWTH 


Must Come Before Production 


Sound, healthy development al- 
ways precedes a good laying record. 
i Look at these pictures visualizing 
what Wisconsin Chick Starter 
ee Mash will do. This fluffy chick 
grew to a robust two-pound cock- 
erel in two months. The pullets 
from this same flock started lay- 
ing on July |! 


1 Day Old 


Weight, 14% Oz. 


2 Mos. Old 
Weight, 2 Lbs, 


PUSH WISCONSIN 
CHICK STARTER MASH 


“ELL this great mash that gives results—real value to the 
_ » poultry raiser, bringing you repeat orders and good 
~~ willl Push the WISCONSIN LINE and you have a 
complete series of chick and poultry feeds—the tested and 
correct combination for every age. Other merchants have 
discovered—to their great profit that this complete line is 
more salable, more dependable and backed by better 
service. So will you when you try it. Write today for 
quotations and latest advertising helps. 


NORTHERN MILLING 


WAUSAU 
WISCONSIN 


: 


SUPERIOR D. P. 
CUPS INCREASE 
ELEVATOR 
CAPACITY 


They hold more, are 
placed closer on belt, 
pick up and discharge 
perfectly. Smooth 
inside; no rivets. We 


carry full stocks. 


Better Grinding 
—Lower Costs 


UY the hammer mill that has every modern feature for grind- 

ing efficiency. The Hocking Valley Swing Hammer Mill has 
reversible, interchangeable manganese steel swing hammers— 
built-in metal trap—variable fan speed—Texrope drive—SKF 
Ball Bearings—Alemite lubrication. 


Hocking Valley Swing Hammer Mill 


No knives, no buhrs, no grinding plates. Grinds anything grind- 
able. Gives you greater production, better results, lower costs. 
Write for additional facts and prices. 


Munson Attrition Mill 


An economical, dependable mill for general grinding. Has under- 
cut grinding plates of cast steel. ° Dustproof Split case for quick 
access, either side. Belt and motor driven types. Write for details. 


W. C. Stephan, Rep. Box 85, Eau Claire, Wis. 


Fverything Jor Every Mill and Elevator 


In Canada: The Strong-Scott Mfg.Co.Ltd.Winnipeg KOT) 
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WHAT'S Telling 


your 
ustomer 


Important Facts 
Facts That Help 


IRST of all, who is he?—this man at 
the right of the picture who has 
found a good listener. 


He’s an Allied Mills representative—one 
of a group of men equipped by experi- 
ence and special training to analyze and 
help solve every feeding problem. 


Whether it’s poultry, hogs, cattle or 
sheep—here’s real help for your custom- 
ers. Allied representatives have the ex- 
perience and knowledge to go deeply into 
the problem. They help the feeder de- 
termine and choose the proper feed to fit 
into his rations. They help him get the 
most profitable returns from his home 
grown grains. They give him valuable 


ALLIED MILLS, INC. 


Service Dept. A-4 


MILLS AT BUFFALO, N. Y. 
EAST ST. LOUIS, ILL. 


FORT WAYNE, IND. 
OWENSBORO, KY. 


About Feeding— 
You Make Sales! 


pointers on care of stock or poultry and 
equipment to use. 


This extraordinary service is part of the 
Allied Mills plan of selling feeds. It’s 
a service that goes with every Allied 
Feed Dealer Franchise, because we want 
to sell feeds for you as well as to you. 


Next time an Allied representative calls 
on you, take ten minutes time to test his 
knowledge of How and What to Feed. 
Know him. Use him. He’s a valuable 
partner to have in the feed business. 


Write us for full informa- 
tion on Wayne Feeds and 
Wayne Service. 


Fort Wayne, Ind. 


PEORIA, ILL. 
OMAHA, NEBR. 
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LISTEN 


Can you hear them? 


Millions of wheels are again beginning 


to move the machines of industry. 


Unemployment is lessening— 


PAY ROLLS are increasing, providing 


MONEY to buy the first necessities 


in foods—butter, eggs and milk— 
products coming from the mixed 


feeds our industry produces. 


The red light to stop production of all 


kinds is changing to green— 


Let’s Go... Together 


FARMS MILLING CO. 


Chicago, Illinois 
Kansas City, Missouri 
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Can You Tell Where Your Profits 


Are Coming Fromp 
Will Pay You to Find Out 


It 


HE function of an accountant is 
somewhat the same as a Chinese 
doctor—to keep the patient well. 

He is often in the position of a doctor, 
Chinese or otherwise, when called in 
after the patient is beyond help ana all 
he can do is to tell what killed the 
patient and how. In performing this 
sad rite the accountants have found the 
greatest cause of mortalities in business 
to be the lack of essential information. 

Under the skin your business is the 
same as any other—it lives on the pro- 
fits and suffers from lack of profits. 
The principal cause of lack of profits 
is the necessity of meeting the prices of 
your competitor who sells goods for 
less than it cost him to deliver to his 
customers. 

As far as I can see the reasons for 
a merchant persisting in such a prac- 
tice are first, he does not know just how 
much it is costing him to do business. 
Second, he is the man who thinks he 
can depend on his profits from specula- 
tion and does not have to care about 
the costs of doing business. Third, the 
man who is trying to starve out com- 
petition. 

As to the last two classes of offend- 
ers, it is your problem to bring them 
in line. 

As to the first class, every merchant 
should ask himself: 

Do I know whether or not I am mak- 
ing money in the operation of my busi- 
ness? 

Do I know which lines of my busi- 
ness pay and those that do not? 

How do I know these things? 

Do I just suppose, guess, reckon or 
can I show from my books where my 
profits come from? 

If you cannot determine where your 
profits are made, then you may be un- 
wittingly doing business in some lines 
at a loss. 

Profits are determined by one for- 
mula. Selling price less cost of goods 
sold. The most difficult problem in ac- 
counting is the determination of costs. 
Costs are divided into two main groups, 
prime and overhead. 


Prime costs of an item are those ex- 
penditures that are directly attributable 
to that item, such as purchase price, 
freight, unloading, sacking, outside 
storage, etc. If a dealer wishes to know 
what the prime cost of his hay or any 
other major item is for, a season, there 
is just one way to find out, distribute 
all items of expense to their proper ac- 
counts. 

Overhead is certainly as much a part 
of the cost of a ton of feed sold as the 
purchase price and the incoming freight 
on it. While it is impossible to say 
what part of the rent, light, office ex- 
pénse, etc., is attributable to a certain 
ton of feed sold, that certain ton helps 
necessitate the overhead expense, and 
when calculating the cost, a share of 
the overhead must be borne by it. 

As to the method of distributing over- 
head in a business handling goods of 
diversified prices, nature and bulk, there 
have been long books written on the 
subject, but sufficient for our purpose 
will be a distribution on the tonnage 
basis. 

There is a phase of the overhead ex- 
pense question that is often disregarded 
or treated by the management in such 
a way as to kid themselves along; that 
is, depreciation of plant, leasehold im- 
provements and equipment. 

The depreciation sustained every 
month on your building or truck is just 
as real an expense as cash paid out for 
rent or gasoline. The depreciation 
charge is not one to be made when 
business is good and omitted when busi- 
ness is bad. Your plant and equipment 
are wasting away constantly ant cost- 
ing you good hard money whether you 
wish to admit it or not. 

The proper handling of the various 
items I have enumerated by your ac- 
counting departments may appear to 
some as complicated and an unreason- 
able burden to place on your bookkeep- 
ers. Such is not the case. By taking 


Editors Note: The address published here- 
with was delivered at the recent annual con- 
vention of the Feed Dealers Association of 
Washington by C. L. Stickney, Jr.,C. P. A 
Seattle, Wash. 
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into consideration the size and nature 
of a business, a system can be devised 
that will segregate sales into the sev- 
eral major classifications and segregate 
expenses to a sufficient degree of ac- 
curacy. Such a system would entail 
very little more work than one making 
very few segregations, if any. 

From adequate records properly kept, 
one skilled in accounting could draw off 
a statement of operation that would be 
a real picture of what is happening in 
your business. 

Weed Out Poor Lines 

We all know that it is necessary to 
carry some lines yielding no profit and 
some that produce only a meager one. 
A statement showing the sales, prime 
cost of sales and distribution of over- 
head to the various classifications on 
a tonnage basis would clearly separate 
the sheep from the goats and make pos- 
sible the elimination of lines that didn’t 
even help absorb the overhead. 

A number of different businesses, not- 
ably machine parts manufacturers, 
dealers in General Motors products and 
paper manufacturers, through the efforts 
of their associations, have standardized 
the classifications of revenues and ex- 
penses and by so doing are able to pool 
this valuable information for the bene- 
fit of all concerned. 

A dealer who can compare the per- 
centages and figures per ton with a 
composite one prepared by his asso- 
ciation, is in a position to correct any 
erroneous tendencies in his own busi- 
ness without delay. 

It goes without saying: that informa- 
tion of such a confidential nature as 
financial statements could be safeguard- 
ed by having all reports submitted to 
someone not interested in any particu- 
lar feed or grain business, and if so 
desired, on anonymous report forms fur- 
nished by the association. 

The trend of the times is to closer 
margins. It behooves all of us to make 
sure that the margins, even though nar- 
row, still exist. There is one way—by 
obtaining intelligent statements drawn 
from adequate, accurate records. 
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STEPHEN G. BOARDMAN, New 
Richmond, Wis., secretary of the New 
Richmond Roller Mills Co., died at his 
home on March 12 after a short ill- 
ness. He was 67 years old and was 
associated with the firm for 42 years. 
M. H. McNally will succeed Mr. Board- 
man as secretary and E. H. Sather has 
been elected assistant secretary. 


MILLER GRAIN CO., Roachdale, 
Ind., has installed a feed mill, which 
it will operate in connection with its 
grain business. 


WHITESIDE FEED MILL, Mount 
Sterling, Ohio, was destroyed by fire, 
March 7, with an estimated loss of 
$10,000. 


Feed Manufacturers Planning 
For Annual Convention 


REPARATIONS are under way 

for the annual convention of the 

American Feed Manufacturers as- 
sociation which will be held at the 
French Lick Springs hotel, French 
Lick, Ind., June 4, 5 and 6. 

L. F. Brown, secretary, is negotiat- 
ing with several outstanding speakers 
and promises that many valuable and 
practical features will be included in the 
program. Mr. Brown and other mem- 
bers of the committee in charge of ar- 
rangements will meet April 13 to for- 


“The final 
achievement 
in milk feed’? 


Mountain States Mixed Feed Co.. 
adopts this proved milk ingredient 


**The excellent results our chick 
mashes gave last season,’”’ the Moun- 
tain States Mixed Feed Co., of Denver, 
Colo., is telling customers, ‘‘will be 
increased this season through the use 
of Kraco, the final achievement in 
milk feed.”’ 


Everywhere manufacturers are 
adopting Kraco as their milk ingre- 
dient—providing customers with 
health-building mashes poultry au- 
thorities endorse. 


Mix Kraco—The Milk-Sugar Feed— 


with your starting, growing, and laying 
mashes. By test—chicks fed on Kraco- 
mixed mashes speed up, grow intosturdy 
birds of major uniform weight, become 
high producers at an early age. 


Kraco contains 70% lactose (milk- 
sugar) and the highest percentage of 
invaluable milk minerals available for 
mashes. Free running in any climate, 
Kraco is easy and economical to use. 


Start using Kraco today—get the 
quick, consistent profits it assures. 
Write for complete information. 


KRACO 


The Withk-Sugar Feed 


made only by 


KRAFT-PHENIX CHEESE CORPORATION 


General Offices: 403-m Rush St., Chicago, Illinois 


Division of National Dairy Products Corporation 
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mulate final plans for the convention. 

“We anticipate a larger attendance 
than ever this year,’ Mr. Brown re- 
ports, “and we are extending every ef- 
fort to prepare a program that will 
please everyone present.” 

The feed manufacturers are planning 
to compete for golf prizes again this 
year in the annual tournament which 
will be one of the entertainment fea- 
tures of the convention. Last summer 
38 awards were presented to winners. 
First prize, a loving cup presented by 
the Penick & Ford Sales Co., N. Y., 
was won by Edward Drescher, Alfocorn 
Milling Co., St. Louis, Mo. The trophy 
is retained for one year by the winner 
and longer if he succeeds in holding 
the title. The cup changed hands last 
season, going from Harold A. Abbott, 
vice president, Albert Dickinson Co., 
Chicago, 1929 champion, to Mr. Dres- 
cher. Many expectant eyes are look- 
ing toward the trophy this year. 

Tentative plans for the convention 
also include a program of entertainment 
for ladies. 


Many Attend Meeting 
At Plymouth, Wis. 


The Eastern Wisconsin District Deal- 
ers club was established at a get-to- 
gether meeting held in the Hotel Laack, 
Plymouth, Wis., Wednesday evening, 
March 25. Otto W. Timm, J. H. Timm 
Co., Plymouth, Wis., was elected pres- 
ident and Roland Tesch, Knauf & 
Tesch Co., Chilton Wis., was chosen 
secretary. 

After partaking of a chicken dinner, 
more than 50 dealers listened to a short 
talk by A. L. Flanagan, Fraser-Smith, 
Ltd., Milwaukee, president of the Mil- 
waukee Chamber of Commerce. Mr. 
Flanagan discussed the federal farm 
board and the grain and feed dealer. 
His talk is published elsewhere in this 
issue of The Feed Bag. 

George Huhn, Watertown, Wis., rep- 
resentative of the Northern Milling Co., 
Wausau, told the dealers about his trip 
to Iowa where he investigated the port- 
able mill situation. A report of his trip 
is also published elsewhere in this is- 
sue. 

Mr. Timm made arrangements for the 
meeting and acted as toastmaster. An- 
other get-together will be held before 
the annual convention of the Central 
Retail Feed association in June. 


GOTZ BROS., Auburndale, Wis., 
were the victims of burglary recently. 
Eight dollars was taken from the cash 
register which the thieves destroyed. 


JAP SPRY, Chili, Wis., purchased 
the warehouse and elevator of B. F. 
Winn, Granton, Wis., who recently dis- 
continued business. 
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Must 


F eed Merchants 


Solve 


Poultry Problems 
To Hold Trade 


HE feed dealer of today should 

be able to answer intelligently 

the questions of his customers 
in connection with common ills to 
which most poultry flocks are subject- 
ed. He should be capable of distin- 
guishing the symptoms and of suggest- 
ing possible remedies, and it is equally 
important that he should be able to 
tell his customers how to guard against 
contagion by proper care and feeding 
methods. Customers appreciate such a 
service and will favor with their trade 
a store progressive enough to be in- 
terested in their problems. 

Feed Often Blamed 

When sickness visits a flock and pro- 
duction drops and bird condition is poor, 
in a great many cases the feed used is 
blamed for the trouble. This is usually 
before the actual symptoms have de- 
veloped to such an extent as to be 
easily recognized. Unless the dealer is 
able to identify the trouble, to suggest 
the probable causes, and to map out 
treatment the feed will continue to be 
held responsible in most cases. 

Baby chicks are so prone to diarrhoea 
that we must consider this disease first. 
Diarrhoea, other than bacillary white, 
is often caused by improper feeding, by 
sudden overheating or on the other 
hand by extreme chilling. Even dust 
or fine sand on the brooder house floor 
before the first feeding may cause the 
trouble while weak vitality breeding 
stock or failure to supply water with- 
out the chill having first been removed 
may be blamed. 

Chicks suffering from this ailment 
show a weakened condition as may be 
expected, while yellowish colored drop- 
pings often paste up the feathers around 
the vent. A chicken should be killed 
and a post-mortem examination will 
show the egg yolk unabsorbed. 

The only sure cure, or rather pre- 
ventive, is to destroy all low vitality 
chicks as they are discovered or at least 
to remove them from the rest of the 
flock. This should be accompanied by 
extreme sanitary measures and a care- 
ful adherence to the feeding plans of 
the manufacturer whose feed you are 
using and who, no doubt, makes men- 
tion of the best feeding practice to fol- 
low. 

Bacillary white diarrhoea is very seri- 
ous as it is usually fatal to chicks under 
two weeks of age. While the same 
symptoms are prevalent as in the com- 
mon type. only a competent pathologist 
er authority can make a positive diag- 


nosis. 

Where the disease exists extreme 
measures must be taken. This applies 
to cleanliness and to the disinfecting of 
all chick equipment and to the removal 
of all infected birds from the flock. 

Association with infected chicks is a 
sure cause of this type of diarrhoea 
while it has been known to have been 
transmitted from parents to offspring 
through the hatching eggs. 

Checking Coccidiosis 

Coccidiosis may be considered as a 
disease which attacks both chicks and 
old fowl. This is a very serious disease 
and will quickly eradicate an entire 
flock or even affect a whole county 
or district. Bloody diarrhoea is an evi- 
dent symptom coupled with dullness 
and sleepiness. A post-mortem exam- 
ination should be made and affected 
birds will show spotted livers. The 
contents of the intestines are yellow 
and often the walls of the intestines 
are spotted. 

Coccidiosis is very contagious and is 
a small parasite eating its way through 
the insides of the intestines and on into 
the blood veins. This lets the blood 
escape and it passes out in the drop- 
pings. 

Infected feed and drinking water will 
spread the disease. One experienced 
poultry man reports that contagion 
was caused by a lad coming from school 
and following the same route each day 
which passed through a previously in- 
fected yard and on across his farm and 
poultry lot. One cannot impress on 
customers too strongly the need for 
strict measures especially in the way 
of sanitation. Brooder houses should 
be cleaned every other day and all drop- 
pings burned. The house upon the first 
cleaning should be sprayed with a good 
commercial disinfectant. All sick chicks 
should be killed and burned immediate- 
ly. The houses should be moved to an 
entirely fresh location which has not 
been previously used. 

Proper Feeds Effective 

Of late, commercial feeds containing 
dried buttermilk, skimmilk or whey 
with a high percentage of lactose have 
been found to be effective for coccidio- 
sis prevention and cure. 


producing these types of feeds or the 
milk products can furnish much infor- 
mation which the dealer can use to ad- 
vantage. 

Leg weakness is usually the result of 
improper feeding and a lack of the pro- 
Plenty of direct sun- 


per vitamins. 
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Manufacturers 


It pays to help your customer keep his 


poultry flock in good health because it en- 
Pn him to get better results from your 
eeds. 


light and the use of a commercial feed 
which is known to be good and which 
contains the proper amount of cod liver 
oil, are the best cures. 

Worms are the result of unsanitary 
conditions and infested soil. For this 
reason the house location should be 
changed from time to time. 

Symptoms of Worms 

The symptoms are an emaciated ap- 
pearance and often the feathers are cov- 
ered by yellowish colored droppings. 
These parasites are admittedly difficult 
to control and extreme sanitary meas- 
ures are necessary both inside and out- 
side of the house. Some swear by a 
mixture of two pounds of tobacco dust, 
with a nicotine content of 2 per cent, 
mixed with a bag of regular laying 
mash. Feed this for two weeks, skip 
two weeks and then feed for a further 
three weeks. The affected birds should 
be given a dose of epsom ‘salts after 
the first week of treatment and after 
the final using the salts should be fed 
at the rate of a pound to 100 birds. 
Many good commercial remedies are 
also available. 

Roup is a disease known to be very 
contagious and is prevalent in the fall 
and early winter when it may be caused 
by drafts or lack of proper ventilation 
in the poultry house. Sudden heating 
and chilling are causes as is exposure 
in moving from one house to another. 

The head and eyes of the birds af- 
fected are swollen and watery. Diar- 
rhoea is often present and cankers de- 
velop in the mouth and throat. These 
may be few in number and large or 
small and numerous. Mouth breathing 
with a peculiar ratty sound and a foul 
odor are also symptoms. All affected 
birds should be killed and burned. 
Strict sanitary measures should be 
adopted, the premises thoroughly dis- 
infected and the houses properly ven- 
tilated, but not drafty. 

Egg eating and feather pricking are 
troublesome and difficult to control once 
the trouble begins. Plenty of oyster 
shells should be supplied for the first 
trouble although lack of this may not 

(Continued on Page Thirty-three) 
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Advice Given in Letter Dated 1868 


Leads Firm to Success 
Conklin & Strong Heed Pioneer’s Plan 


RAIN and feed men often call 

their industry basic. Anything 

that is basic usually shows little 
change from decade to decade. 

A letter written in 1868 and recently 
discovered among the papers of Conk- 
lin and Strong, Warwick, N. Y., indi- 
cates that there has been little change 
in many of the practices of retail deal- 
ers since then. The letter was written 
by C. B. Knight, who was then oper- 
ating a mill in Orange county, to a 
former neighbor who desired to buy an 
interest in the firm. It read in part: 

“Business can be increased if a better 
assortment of lumber is kept and more 
attention is paid to some other branches 
of the business. 

“I don’t know how much capital I 
am using but am satisfied that it can 
be reduced if collections are properly 
attended to.” 

Apparently, grain merchants of the 
past paid as scant attention to details 
of invested capital, credit and depart- 
mentalized lines as many in the busi- 
ness today. 

Follow Advice in Letter 

The present firm of Conklin & Strong, 
perhaps heeding the warning sounded 
by Mr. Knight, has adopted every mod- 
ern method possible to determine and 
control overhead costs, to increase busi- 
ness and to provide an accurate ac- 
counting system for each department 
of the business. 

The firm is proud of its progress, 
In 1811 a waterpower mill was estab- 
lished at Monroe, N. Y., by Nicholas 
Knight and later, his son, Daniel C. 
Knight, conducted the business. He 
was succeeded by his son, Chauncey B. 
Knight, who, in the summer of 1868, 
wrote the letter already quoted. The 
letter must have had selling power, for 
George R. Conklin, to whom it was 
written, entered the firm in August, 
1868, and the name was changed to C. 
B. Knight & Co. 

Lumber, feed and grain were among 
the merchandise handled by the new 
firm. Coal was added later. 

In 1880 C. B. Knight died. Charles 
T. Knight and George R. Conklin 
changed the firm name to Knight & 
Conklin. It is recorded that George 
Conklin had married the daughter of 
his. former partner, C. B. Knight. 

Operate Four Branches 

Four years later, George H. Strong 
entered the employ of the firm and in 
1891 was taken in as a partner and 
the name of the company was again 
changed to Conklin & Strong, under 
which it was recently incorporated. 
Howard and Chauncey Conklin, sons 
of George B. Conklin, who answered 
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the letter in 1868, are associated with 
George Strong in the present progres- 
sive enterprise. They represent the fifth 
generation in the business. Four branch 
stores are operated at New Milford, 
Wisner, Goshen and White Plains. 

Each line of merchandise is carried 
on the records as a separate depart- 
ment. At a glance it can be determined 
if grain shows a profit and coal or 
building supplies are in the red. Act- 
ing on the advice contained in the early 
letter additional lines have been taken 
on and retained if they proved profitable. 
Stoves are attractively arranged in the 
main office where customers cannot fail 
to see and admire them. A complete 
line of paints has been found profitable. 
When oil burners became popular, fuel 
oil was added to the stock and supplies 
are always on hand in the large tanks 
in the rear of the Warwick plant. 

Stress Accounting System 

“The only way to conduct a business 
successfully,” said Chauncey Conklin, 
“is to adopt a strict accounting system 
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The modern, attractive buildings above 
attest to the success of Chauncey Conklin 
and George Strong as feed merchants. In 
the lower picture is Mr. Conklin, left, and 
Mr. Strong, right. 


and work it religiously in each depart- 
ment. I believe it is just as important 
for the smaller merchants to know 
whether or not they are making a profit 
from each branch of the business as 
for the larger ones. They cannot be 
sure unless they keep adequate records.” 

The cleanliness of the office of the 
Warwick store is impressive. There is 
no evidence of dust, dirt or litter. The 
merchandise is conveniently displayed. 
The partners pleasantly greet every 
customer and question him about mem- 
bers of the family, the farm animals, 
or the progress of the new barn or hen 
house. 

“That’s the best way to build good 
will,” George Strong suggested. He 
cught to know since he has been build- 
ing it consistently in the same section 
since 1884. 

Believe in Advertising 

Unique methods of advertising have 
helped to increase sales. When the 
writer visited the store a huge box lo- 
cated just inside the door bore a 
placard which announced that a magi- 
cian who would appear at some future 
entertainment, would extricate himself 
after being nailed inside the box. People 
came from near and far to examine 
the cabinet. Besides attracting people 
to their store it created good will 
among the organizations who were ar- 
ranging the entertainment. 

George Strong was the first president 
of the Eastern Federation of Feed Mer- 
chants. He was elected in 1917 and 
served for three years. 


CIGARET STARTS FIRE 

Fire, thought to have been started by 
a cigaret stub, recently caused several 
thousand dollars damage to the retail 
feed store of Snyder & McConnell, 
Grove City, Pa. The loss is under-. 
stood to be largely covered by insur- 
ance. 
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Quality never goes begging! 
Quality at fair price sets the 
sales pace! 


And nowhere else can quality 
at fair price mean more to 
retailers than in the feed busi- 
ness. Feeders turn feed into 
money. The feeds they buy 
must produce—feeds must sell 
on results! The better results 
they produce —the better 
customers they make for the dealer! 


Larro leads in feeder profits—that’s why 
Larro sets the sales pace! That’s why 
Larro dealers everywhere are “out in front” 


showing their heels to the field! 


It is Larro Policy to make the 
best feeds that it is possible to 
make and to sell them under a 
sales policy that works for 
dealer and feeder profit! Larro 
has built a Loyalty that holds 
the sales eurve high—that 
keeps Larro business healthy, 
vital . . . GROWING! 


Write for complete information 
about the Larro Franchise in your territory 
—write today—NOW! Find out the full story 
of what Larro can mean to you in greater 
feed profits—in a faster sales pace! 


THE LARROWE MILLING COMPANY, DETROIT, MICHIGAN 


Jarre 


-FEEDS THAT DO NOT VARY—FOR POULTRY, HOGS AND DAIRY 
Larro Family Flour, best for Bread, Biscuits, Cakes and Pies 
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BLUEBIRD MILLING CO., Brod- 
head, Wis., recently conducted a feed 
demonstration at Orfordville, Wis. Pic- 
tures and talks on the proper feeding 
of stock and poultry, featured the meet- 
ing. Attendance prizes of egg mash, 
dairy feeds and poultry feeds were given 
away to stimulate attendance. 


GOODMAN FEED & MILLING 
Co., Wayne, Mich. has opened a 
branch store at Inkster, Mich., which 
it will operate in connection with other 
stores at Wayne and Belleville. 


DAVIS BROS. & Potter, Washburn, 
Ill, have purchased the J. W. Abbott 
elevator. Improvements are planned 
which will include new machinery and 
an addition for an office. 


Carefully Sifted for Feed Dealer Consumption 


SAVED HIS VEST 


The quitting whistle was blowing 
when Murphy shouted, “Has anyone 
seen my vest?” 

“Sure, Murphy,” 
ye-ve got it on!” 

“Right and I have,” replied Murphy, 
looking down at his bosom, “and it’s 
a good thing ye seen it or I’d gone 
home without it.” 


said Pat. “And 


back of this new product. 


1 Biologically tested, in our own labora- 
tories, for both Vitamins A and D, on 
live animals. 


2 A low, not a high, acid oil, eliminat- 
ing the fear of digestive disturbances. 


3 Contains concentration of Vitamin A 
as well as Vitamin D. 


4 The concentrate used tn fortifying 
Vitamin A and D is the same concen- 
trate as is used for human consump- 
tion in a product that has been ac- 
cepted by the Council on Pharmacy 


The Answer To 


Modern Feed Problems 


The name—the approval—the unqualified endorsement of GORTON’S is 


rfon's Cod Liver Oil 


Fortified in Vitamins A & D 


As in other codfish products—so now in™ Concentrated Cod Liver Oil—the 
name GORTON’S assures the highest possible standards. 
of quality. You will further convince yourself when you have weighed the fol- 
lowing values and advantages of GORTON’S Concentrated Cod Liver Oil: 


GORTON’S Concentrated Cod Liver Oil is made by the biggest producers 
and manufacturers of codfish products in America. We make our own oil, in 
our own refinery, from cod livers brought in our own fishing vessels direct from 
the fishing grounds and selected from the pick of the finest codfish caught. 


OUR: PROPOSITION WILL INTEREST YOU. WRITE FOR IT TODAY. 


CONCENTRATED 


Cod Liver Oil 


Fortified in Vitamins A & D 


GORTON-PEW FISHERIES COMPANY, LTD. 


Desk FB-104—Cod Liver Oil Department, Gloucester, Mass. 


CONCENTRATED 


It is a guarantee 


and Chemistry of the American Medi- 
eal Association. 


One eighth per cent of the total ra- 
tion affords protection against leg 
weakness. 


6 Definite and uniform standard at all 
times, because it is a biologically 
standardized product. 


7 Saves in original cost. 
8 Saves in freight. 
9 Saves in storage. 
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OPPORTUNITY COMES 

Farmer: “Why did you wait that long 
to put the bridle on that horse?” 

City Bred Farm Hand: “I had to 
wait until he yawned to get this darned 
iron in his mouth.” 

* * * 


CORNHAY WEAKLY NEWS 

Les Sputternick, progressive Cornhay 
county farmer, has purchased an Aus- 
tin so he can get around his farm by 
going under the fences instead of crawl- 
over ’em. 

Ira Hicks established a new world’s 
record for a mile run last Wednesday 
when a bull calf which he was leading 
from the barn made a bee line for 
Skookle’s Corners with Ira hanging 
onto the aft end. 

Special sale, sightly used shirts. Woo 
Lung’s Hand Laundry. 

Lem Jones, local feed dealer, was 
caught eavesdropping Tuesday afternoon 
when he fell from the roof of his store 
into the arms of Bill Spink, mill hand. 

* * & 
PEACE IN SITE 

She: “My, what a wonderful view. 
It leaves me speechless.” 

He: “Great, I’ll lease the place for 
99 years.” 

* * * 

Some wives are women of few words 

but they certainly do over use them. 
* * 


THIN EVIDENCE 

Doctor (to old woman who has com- 
plained that her pig doesn’t fatten): 
“Why don’t you call the vet. He ought 
to be able to find the reason.” , 

Woman: “Well, sir, I ain’t got no 
confidence in him. He’s so thin him- 
self.” 

* * & 


Looking for grandma’s glasses isn’t 
the job it used to be. Nowadays she 
leaves them right where she empties 
them.—Judge. 

* * * 


QUICK THINKING 

First Hunter: “We're lost!” 

Second Hunter: “Holy smoke! Let’s 
shoot another deer so the game warden 
will find us.” 

* * 


AUDIENCE WANTED 
First Coed: “Is anybody looking?” 
Second Coed: “No.” 
First Coed: “Then we won’t smoke.” 
—Park & Pollard Scratch. 
* * 


PORTABLE LOOKS 
Dealer: “I hate those slip shod com- 
plexions.” 
Salesman: “What do you mean?” 
Dealer: “The kind they make up as 
they go along.” 
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Keeping Pace With Changing Times 
Assured Barr’s Success 


Converted Grain Elevator to Feed Business 


ECAUSE he remained alert to the 

ever-changing conditions of his 

community, O. L. Barr, Barr’s 
Elevator, Bickell, Ind., converted a 
declining grain trade into a profitable 
feed business, serving a wide area from 
five separate outlets. 

Fourteen years ago the Indiana coal 
mines depended mostly upon mules for 
their motive power. Barr’s Elevator 
then entered the commercial feed busi- 
ness and found a lucrative market in 
furnishing feed for these animals. The 
new outlet more than absorbed the loss- 
es incurred from a diminishing grain 
trade. 

Extend New Field 


But electric power soon displaced the 
mules. Mr. Barr was again confronted 
with a serious problem but he found 
a solution. He stocked his elevator 
with commercial feeds for cows, hogs 
and poultry and launched an aggressive 
merchandising campaign among the 
farmers. Instead of falling into a seri- 
ous slump because of the changes in 
mine operations, Mr. Barr’s business 
gained impetus in the new field. It 
soon outgrew the facilities of the origi- 
nal elevator. Another outlet was pur- 
chased and a few years later three more 
feed branches were added. 

Mr. Barr has arranged his merchan- 
dising methods to conform to his local 
conditions and applies them vigorously. 
Regular advertising is published in 
newspapers. Capable men are employed 
to solicit business among the farmers 
and to help them solve their feeding 
problems. Key feeders are used as a 
basis for gaining new customers and 
business is conducted on a cash basis. 

Believes in Advertising 


“I have always been a strong be- 
liever in advertising,” said Mr. Barr. “I 
have a contract with our local paper and 
am thereby able to obtain a good rate. 
I feel that regular and not hit and miss 
advertising is best. If you don’t believe 
that the farmers read the ads in the 
newspaper, just make a mistake and 
price some article too low and see how 
many persons will flock to your store. 

“Direct mail advertising is good if 
you really have a message to give to 
your trade. If not it is better to save 
your money. Farmers are not inter- 
ested in announcements that you have 
this or that to sell. But they will listen 
when you tell them of something that 
will return them the greatest amount of 
profit at the least cost. This is the 
idea we always try to put across in our 
ads.” 

Evidence of the fact that Mr. Barr 
practices what he preaches recently ap- 
peared in one of his advertisements. A 


we 


magnetic separator was installed on the 
grinding equipment to prevent tramp 
iron from entering the mill. Instead of 
merely announcing that he had made 
this improvement, Mr. Barr advertised 
it as “free stock insurance,” pointing 
out to the farmers that their livestock 
was fully protected against illness and 
death because the device did not per- 
mit harmful metal to pass into the 
ground feed. It was further mentioned 
that the insurance did not cost the feed- 
er a cent. The idea appealed to the 
farmer and it won business for Barr’s 
stores. 
Pleased with Separator 

“In operating our hammer mill,” Mr. 
Barr said, “we were continually 
troubled with metal damaging our 
screens which cost about $8.00 each. 
Last year we installed a magnetic sep- 
arator. It has proved to be net only a 
good investment from the standpoint 
of screens saved but it has also fur- 
nished us with a splendid talking point 
in showing our customers why they 
should bring their grinding to us and 
we feel that it has made a lasting im- 
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O.L. Barr’s former grain elevator shown 
at the extreme left has expanded into a 
prosperous feed establishment with four 
additional branches. Mr. Barr is shown at 
the right in the lower picture in front of 
one of his recently acquired stores. 
pression on them.” 

In soliciting business care is exer- 
cised to avoid becoming a disagreeable 
visitor to the farmer. Barr’s represen- 
tatives always endeavor to make their 
calls pleasant by offering helpful advice 
to their prospects and assisting them in 
solving their feeding and farm manage- 
ment problems. 

“T have tried the solicitation plan and 
find that in some cases it works well,” 
Mr. Barr reports, “but it is also a dan- 
gerous method, for unless it is worked 
with judgment, one can become a pest 
to the farmer. If you have the right 
man on the outside job he can be of 
great help to you. But it is always 
well to remember that the entire or- 
ganization is judged largely by the con- 
tact man. 

Sells Key Feeders 

“IT have found the plan of getting 
key feeders interested in our products 
before we endeavor to sell the territory 
on a large scale very successful. If 
leaders in a community are satisfied 
with your feed they soon tell others 
about it, and sales increase rapidly.” 

Mr. Barr maintains a delivery serv- 
ice but cautions against the practice. 
“This service,” he said, “is often given 
the name ‘free delivery’. Well, there 
just isn’t such a thing as free delivery. 
It costs you money, and plenty. We 
deliver large orders in the city and to 
the farms but when it comes to the 
small order country stuff, it just can’t 
be done. 

“We operate on a cash basis and had 
little difficulty in making the change. 
About five customers were lost but we 
bought out our competitor since and 
found them trading at this point, so 
everything is fine.” 
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Feed Dealers Prepare for Battle 
With Portable Grinders 


Business Losses Range from 25 to 100 Per Cent 


ENERAL complaints about por- 
table feed mill competition con- 
tinue to be voiced from many 

quarters by the retail feed industry. 
Reports received from numerous lo- 
calities indicate that these itinerant ma- 
chines are spreading like a plague, cre- 
ating a serious countrywide problem for 
dealers. Losses in grinding business 
ranging from 25 per cent to a complete 
shutdown have been suffered, particu- 
larly in Iowa, where the portables have 
practically overrun the entire state. In- 
vasions into new sections of Wisconsin, 
Minnesota, Illinois, Michigan and por- 
tions of other states are reported. 


Exempt From Taxes 

Impetus was added to the portable 
mill movement in Minnesota by the pas- 
sage of a recent bill which exempts the 
machines from paying a license fee. The 
measure was favored by both houses of 
the legislature despite the efforts of 
members of the Minnesota Feed Deal- 
ers association who fought desperately 
against it. 

From Iowa comes information that 
a company has been organized which is 
literally flooding the country with port- 
able mills. This firm has extended its 
operations into Wisconsin and Illinois 
and is planning to invade other states, 
it is reported. 

A milling company salesman accom- 
panied by several dealers from south- 
eastern Wisconsin recently made a tour 
through Iowa to investigate the situa- 
tion. They reported that they found 
numerous established mills closed down, 
and many dealers discouraged because 
of decided losses in the grinding busi- 
ness. 


Iowa Is Hit Hard 


“The stationary grinders,” they wrote 
in a letter to The Feed Bag, “have given 
up the struggle in Iowa. They have 
lost about 90 per cent of their grinding. 

“We stopped at farms where portables 
were in operation and talked with the 
men running them. We found that in 
cases where only one is operating in 
the territory it makes money but where 
there are more they cut prices and no- 
body makes anything. 

“We were told that the biggest pro- 
moter of the portable mills in the state 
is a company with headquarters in Des 
Moines. An office is also maintained 
at Cedar Rapids. This company has 
134 mills operating in Iowa, 25 in Wis- 
consin and six in Illinois. Their main 
office in Wisconsin at the time of our 
tour was in Platteville, where they had 
five mills. It is reported that the com- 
pany plans to cover Wisconsin and IIli- 
nois as it has Iowa. 

“We Ttearned that the way the com- 
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Here is one dealer's conception of the portable feed mill. 


pany operates is to send five portable 
mills into a territory. If the local, es- 
tablished mills cut prices, they go them 
one better, and when the local mills 
give up they leave one or two or three 
portables in the territory, depending 
upon the needs and move on with a 
battery of five or more to the next town 
to repeat the process. They always take 
more machines than are needed, and 
clean up quickly. 

“We figured that their outht costs 
about $1,600 complete, and any man 
who wants a job running one of them 
must put up a cash bond of $1,650. They 
pay the man from $90.00 to $125.00 a 
month, depending for how much they 
can get a sucker with $1,650. They 
promise him a bonus if he takes in more 
than $600 a month which is practically 
impossible. He must give them 90 
days’ notice if he wants to quit. And 
if they or he cannot find a man to re- 
place him, he must forfeit his $1,650 
but never gets the mill. 

“The portable mills are never sold. 
The company is getting more applica- 
tions than they can handle and are turn- 
ing out the equipment as fast as they 
can. This thing is serious and if these 
mills come your way, you will find it 
out.” 

Dealers’ Methods Vary 

Competition in territories which have 
been invaded by portables is met in 
a variety of ways. The most popular 


method is price cutting. Many dealers 


have slashed their rates from 2 to 7 
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cents a sack to freeze out the traveling 
machines. Others are offering to pick 
up grain at the farms, take it to the mill, 
grind it and return it to the farmer's 
door. One dealer in Mt. Carroll, Ill. 
advertises that he will offer this service 
on a two-mile haul in truckload lots 
at 8 cents per 100 pounds. For dis- 
tances of more than two miles his rates 
are set at 2 cents extra for each ad- 
ditional mile. His terms are cash. 

In several localities the dealers refuse 
to cut the price, and are advertising 
the quality of their work and improv- 
ing their service to the farmer. They 
maintain that the portable is a fad, that 
it will die out and that the established 
mill offering quality service will be all 
the more appreciated and partonized in 
the end. 

Advises Quality Plea 

“Although the established mills can- 
not completely ignore the presence of 
the portable,” declares a Wisconsin 
dealer, “we feel that they can retain 
a large number of their customers by 
improved service and by the superiority 
of the product ground. It is true that 
the greatest harm done by the portables 
is in keeping our farmer customers from 
our stores. This must be counteracted 
by going out after business through 
other channels, such as a complete mix- 
ing service or by proving to the farmer 
that our mills are in a better position 
to serve him a better ground feed, free 
from metal and foreign matter. 

(Continued on Page Thirty-five) 
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EEDING science in the last few 

years has come to recognize the 
need for Vitamin D protection in 
mixed feeds. From the first, National 
Oil Products Company has been a 
pioneer and leader in research work 
on this subject. This company has 
gone farthest in developing a cod 
liver oil which is the most economi- 
cal and efficient means of protecting 
feeds in Vitamin D potency. 

You will want to know the complete 
facts about Nopco XX if you are inter- 
ested in building up your tonnage on 
the basis of increased numbers of 
satisfied customers. Nopco XX, in- 
creased in Vitamin D potency by the 


A COMPLETE 

PORTFOLIO OF DATA ON NOPCO 
XX COD LIVER OIL FOR MANU- 
FACTURERS AND FEED MIXERS. 
THE FACTS ARE PRESENTED... 
YOU DRAW THE CONCLUSIONS 


cess, costs less because it goes farther. 
Nopco XX makes lasting friends 
among feeders by supplying stand- 
ardized Vitamin D protection. It is 
produced exclusively for and sold 
only to manufacturers and feed 
mixers. 

The folder which is offered to you, 
simply for the asking, tells you about 
the Columbia University process, the 
complete tests run in the Nopco lab- 
oratories on every lot of Nopco XX, 
the amounts needed to protect differ- 
ent rations in Vitamin D. It will show 
you how you can increase your busi- 


ness and save money doing it by using 
Nopco XX. 


Nearly 600 feed Columbia Univer- 
manufacturers sity patented pro- 
have proved that 
Nopco XX is a good 


investment. 
NATIONAL OIL PRODUCTS CO., INC. 


BOSTON CHICAGO SAN FRANCISCO 
EXECUTIVE OFFICES: 38 ESSEX ST., HARRISON, N. J. 
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Write in today— this folder will repay 
your prompt and careful study. 
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ENERAL complaints about por- 
table feed mill competition con- 
tinue to be voiced from many 

quarters by the retail feed industry. 

Reports received from numerous lo- 
calities indicate that these itinerant ma- 
chines are spreading like a plague, cre- 
ating a serious countrywide problem for 
dealers. 
ranging from 25 per cent to a complete 
shutdown have been suffered, particu- 
larly in Iowa, where the portables have 
practically overrun the entire state. In- 
vasions into new sections of Wisconsin, 
Minnesota, Illinois, Michigan and por- 
tions of other states are reported. 

Exempt From Taxes 

Impetus was added to the portable 
mill movement in Minnesota by the pas- 
sage of a recent bill which exempts the 
machines from paying a license fee. The 
measure was favored by both houses of 
the legislature despite the efforts of 
members of the Minnesota Feed Deal- 
ers association who fought desperately 
against it. 

From Iowa comes information that 
a company has been organized which is 
literally flooding the country with port- 
able mills. This firm has extended its 
operations into Wisconsin and Illinois 
and is planning to invade other states, 
it is reported. 

A milling company salesman accom- 
panied by several dealers from south- 
eastern Wisconsin recently made a tour 
through Iowa to investigate the situa- 
tion. They reported that they found 
numerous established mills closed down, 
and many dealers discouraged because 
of decided losses in the grinding busi- 
ness. 

Iowa Is Hit Hard 


“The stationary grinders,” they wrote 
in a letter to The Feed Bag, “have given 
up the struggle in Iowa. They have 
lost about 90 per cent of their grinding. 

“We stopped at farms where portables 
were in operation and talked with the 
men running them. We found that in 
cases where only one is operating in 
the territory it makes money but where 
there are more they cut prices and no- 
body makes anything. 

“We were told that the biggest pro- 
moter of the portable mills in the state 
is a company with headquarters in Des 
Moines. An office is also maintained 
at Cedar Rapids. This company has 
134 mills operating in Iowa, 25 in Wis- 
consin and six in Illinois. Their main 
office in Wisconsin at the time of our 
tour was in Platteville, where they had 
five mills. It is reported that the com- 
pany plans to cover Wisconsin and IIli- 
nois as it has Iowa. 

“We learned that the way the com- 


Page Fourteen 


Feed Dealers Prepare for Battle 
With Portable Grinders 


Business Losses Range from 25 to 100 Per Cent 


Losses in grinding business - 
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Here is one dealer’s co 


pany operates is to send five portable 
mills into a territory. If the local, es- 
tablished mills cut prices, they go them 
one better, and when the local mills 
give up they leave one or two or three 
portables in the territory, depending 
upon the needs and move on with a 
battery of five or more to the next town 
to repeat the process. They always take 
more machines than are needed, and 
clean up quickly. 

“We figured that their outfit costs 
about $1,600 complete, and any man 
who wants a job running one of them 
must put up a cash bond of $1,650. They 
pay the man from $90.00 to $125.00 a 
month, depending for how much they 
can get a sucker with $1,650. They 
promise him a bonus if he takes in more 
than $600 a month which is practically 
impossible. He must give them 90 
days’ notice if he wants to quit. And 
if they or he cannot find a man to re- 
place him, he must forfeit his $1,650 
but never gets the mill. 

“The portable mills are never sold. 
The company is getting more applica- 
tions than they can handle and are turn- 
ing out the equipment as fast as they 
can. This thing is serious and if these 
mills come your way, you will find it 
out.” 

Dealers’ Methods Vary 

Competition in territories which have 
been invaded by portables is met in 
a variety of ways. The most popular 


method is price cutting. Many dealers 
have slashed their rates from 2 to 7 
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cents a sack to freeze out the traveling 
machines. Others are offering to pick 
up grain at the farms, take it to the mill, 
grind it and return it to the farmer’s 
door. One dealer in Mt. Carroll, Ill. 
advertises that he will offer this service 
on a two-mile haul in truckload lots 
at 8 cents per 100 pounds. For dis- 
tances of more than two miles his rates 
are set at 2 cents extra for each ad- 
ditional mile. His terms are cash. 

In several localities the dealers refuse 
to cut the price, and are advertising 
the quality of their work and improv- 
ing their service to the farmer. They 
maintain that the portable is a fad, that 
it will die out and that the established 
mill offering quality service will be all 
the more appreciated and partonized in 
the end. 

Advises Quality Plea 

“Although the established mills can- 
not completely ignore the presence of 
the portable,” declares a Wisconsin 
dealer, “we feel that they can retain 
a large number of their customers by 
improved service and by the superiority 
of the product ground. It is true that 
the greatest harm done by the portables 
is in keeping our farmer customers from 
our stores. This must be counteracted 
by going out after business through 
other channels, such as a complete mix- 
ing service or by proving to the farmer 
that our mills are in a better position 
to serve him a better ground feed, free 
from metal and foreign matter. 

(Continued on Page Thirty-five) 
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EEDING science in the last few 

years has come to recognize the 
need for Vitamin D protection in 
mixed feeds. From the first, National 
Oil Products Company has been a 
pioneer and leader in research work 
on this subject. This company has 
gone farthest in developing a cod 
liver oil which is the most economi- 
cal and efficient means of protecting 
feeds in Vitamin D potency. 

You will want to know the complete 
facts about Nopco XX if you are inter- 
ested in building up your tonnage on 
the basis of increased numbers of 
satisfied customers. Nopco XX, in- 
creased in Vitamin D potency by the 

Nearly 600 feed Columbia Univer- 
manufacturers sity patented pro- 
have proved that 


Nopco XX is a good 
investment. 


A COMPLETE 

PORTFOLIO OF DATA ON NOPCO 
XX COD LIVER OIL FOR MANU- 
FACTURERS AND FEED MIXERS. 
THE FACTS ARE PRESENTED... 
YOU DRAW THE CONCLUSIONS 


cess, costs less because it goes farther. 
Nopeo XX makes lasting friends 
among feeders by supplying stand- 
ardized Vitamin D protection. It is 
produced exclusively for and sold 
only to manufacturers and feed 
mixers. 

The folder which is offered to you, 
simply for the asking, tells you about 
the Columbia University process, the 
complete tests run in the Nopco lab- 
oratories on every lot of Nopco XX, 
the amounts needed to protect differ- 
ent rations in Vitamin D. It will show 
you how you can increase your busi- 


ness and save money doing it by using 
Nopco XX. 


Write in today—this folder will repay 
your prompt and careful study. 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON 


CHICAGO SAN FRANCISCO 


EXECUTIVE OFFICES: 38 ESSEX ST., HARRISON, N. J. 


THE FEED BAG—APRIL, 1931 Page Fifteen 


KRG 
\ \ \ A AGS SN \ \ \ \ 


Own This Miracle Mill 


The Owensboro, Ky., Miracle Mill on Jan. 30th, 1931. Practically 
the same scene every grinding day. 


This mill is making good feeds out of the farmers roughage by first 
cutting it up on our hay cutter, then running it through the Miracle 
Ace Hammer Mill, then through the Miracle Sweet Feed System. 


This is the fastest growing milling business in the country. 


You ought to be the MIRACLE MAN in your community before 
some one else takes it up. 


There is nothing else like it. Investigate it right now. We will 
help you do so if you will ask for our booklets describing it. 


The Angle American Mill Company 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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Outlines 


History 


Of Cooperative 
Marketing Idea 
In America 


By Fred M. McIntyre 


there were any laws on the sub- 

ject. There were farmers’ mu- 
tual insurance companies in existence 
before there was a single law on co- 
operative insurance. Cooperative mar- 
keting was conducted on a large scale 
before a single cooperative marketing 
act was passed. However, the need 
was felt, at an early stage, for proper 
legal safeguard for this form of busi- 
ness and hence there began a period of 
legislation by federal and state gov- 
ernments, during which scores of laws 
on the subject have been passed. 

Gradually, these laws have become 
longer and more detailed. Now they 
attempt to specify with minute care 
the powers, duties and activities of the 
cooperative. And in late years the 
laws reach out beyond the membership 
and endeavor in certain cases to pun- 
ish severely the outsider who conducts 
his own private business in such a way 
as to compete successfully with the co- 
cperative. 

The tendency of one state to copy 
the laws of another is strikingly exem- 
plified in the adoption of the standard 
marketing act. This law was first en- 
acted in 1921 and by the middle of 1925, 
37 states had added it to their statutes. 

It is not necessary to analyze all the 
statutes in detail. In their major pro- 
visions they are substantially alike. 
They are based on the legal compul- 
sion theory of loyalty, the use of long 
time contracts and the pooling system. 
They also embody the new principle 
in cooperative marketing of using the 
injunction on members to compel speci- 
fic performance of contract and also 
the use of fines and penalties for non- 
members who interfere in certain ways 
with the marketing program of the co- 
operative associations formed under this 
act. 

Leglislation comes in cycles. We are 
now passing through the cycle of over- 
legislation on the subject of coopera- 
tion. It marks a period of legalistic 
rather than economic growth. Labor 
never becomes accustomed to “govern- 
ment by injunction.” Neither can 
farmers be expected to tolerate for long 
a system of cooperation in which the 
weapon of injunction may be employed 
against them. Legal compulsion cannot 
produce efficiency in management. It 
tends to make for careless management. 
The contract, rather than efficient serv- 


began before 


ice, is looked upon to furnish business. 
This legalistic theory of cooperation, 
therefore, runs counter to both eco- 
nomic and _ psychological forces and 
hence cannot successfully meet the de- 
mands of our modern competitive so- 
ciety. 

The farmer is a victim, not a bene- 
ficiary of this legalistic maze of duties, 
privileges, penalties, injunctions, obliga- 
tions, contracts and exemptions. Farmer 
psychology requires a simpler, saner 
and more workable plan of getting re- 
sults. The farmer is rightly suspicious 
of what he does not understand. The 
standard marketing act sets up an auto- 
cracy over the farmer, more costly and 
less efficient than the regular survival 
of the fittest middleman. 

The element of trade abuse in mar- 
keting may be over-emphasized. Far 
greater progress has been made by co- 
operatives through cooperation with the 
middleman than by fighting against him. 
The Dairymen’s League of New York, 
one of the largest and most successful 
cooperatives in the United States, main- 
tains a form of business cooperation 
with the Borden Milk Co., a large mid- 
dleman in this field. 

Help Not Regulation 


One of the last bits of advice the late 
Secretary of Agriculture Wallace gave 
was that regarding the functions of the 
government concerning information to 
farmers. 

“The relationship of the government 
to cooperation should be one of serv- 
ice,” he said. “It should help farmers 
market their crops, just as it helps pro- 
duce crops, not by doing their work but 
by supplying the information which 
farmers cannot get for themselves. To 
go further would be to injure ‘rather 
than aid the cooperative movement.” 

Cooperative marketing which is a 
mere attack on the middleman and 
which is only an effort to obtain some 
of the profits but none of the losses 
of the middleman, will make no funda- 
mental reforms or improvements in our 
marketing system and certainly will not 
cheapen our distribution. 

The first step. in marketing is produc- 
tion. The chief of the United States 
bureau of agricultural economics ex- 
pressed this vital principle in an ef- 
fective manner recently when he de- 
clared that 90 per cent of the market- 
ing problem is solved on the farm. 

The federal government is using the 
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Fred M. McIntyre 


Mr. McIntyre has made an extensive study 
of the cooperative movement in America. 
Herewith is published a digest of his ad- 
dress on the subject delivered at the recent 
convention of the Eastern Federation of 
Feed Merchants of which he is president. 


taxpayers’ money to furnish aid to co- 
operatives on the grounds that in the 
end the general public, particularly the 
consumer, will benefit thereby. The 
theory is that a strong cooperative thus 
aided will not fix prices and raise the 
cost of its commodities to consumers. 
However, all cooperatives do not ac- 
cept this view. 

Cooperation must start from the soil. 
It must have its beginnings in small 
modest units. It must train the people 
who are to use it to think cooperative- 
ly. This will be a process requiring 
time, attended with failures. If the 
people learn the lesson, their particu- 
lar projects in cooperation will gain 
strength, will command increasing con- 
fidence and expand the benefits for their 
members. The coordination of local 
units will follow, bringing them at last 
with such a working articulation as ex- 
perience shall prove practicable. 

The history of American cooperation 
shows that in general the large, cen- 
tralized, artificially stimulated, contract 
using cooperative is contrary to farmer 
psychology. Mere bigness and monop- 
oly power do not signify successful co- 
operation. Conversely, the strong local 
cooperative, understood and conducted 
by the farmers without outside stimu- 
lation, performing efficiently some ac- 
tual service, has a fair competitive 
chance of success. 


EDMUND G. CROWELL, post- 
master of South Dayton, N. Y., a Buf- 
falo suburb, and operator of a feed 
and general store in that community 
for many years, passed away recently 
after an illness of only a few hours. 
He was in partnership with the late 
Frank Scott in South Dayton for many 
years, continuing the business himself 
when Mr. Scott passed away. A son, 
Harry Crowell, survives. 
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J. B. Stark Talks His Customers 


Out of “Hard Times” Idea 


Conducts Growing Nebraska Feed Store 


B. STARK came down from his 
‘ farm to Kearney, Neb., to put his 
children through college and soon 
tiring of his idleness, he bought a little 
feed store that was doing around $800 
a month. While Mri Stark had never 
known any business but farming, he 
launched a campaign that before long 
produced a volume of $5,000 to $6,000 a 
month. Instead of waiting for the trade 
to come in, Mr. Stark went out into 
the country after it. Representatives 
from the feed manufacturers were glad 
to help in this work and so he made 
use of them. Then he realized that he 
must advertise, so every day the daily 
paper carried a little advertisement 
which was changed regularly. Once a 
week he carried a larger advertisement 
which announced specials on feeds. And 
because these specials usually represent- 
ed feeds for delivery right off the car, 
it was possible to make the price attrac- 
tive and still retain a fair margin of 
profit. 
Studied Feed Needs 

“After I got into the feed business I 
discovered that the trade in town alone 
was hardly worthwhile,” said Mr. 
Stark. “I saw that if you didn’t keep 
plenty of what the farmer wanted, you 
might as well quit. And I realized that 
farmers had to be sold right out where 
they live, else they would keep on be- 
lieving that the plain feeds at home 
were sufficient for the best returns in 
feeding. Getting into the feed business 
made me study up on feeds and now 
I know that if I were to return to the 
feeding game on the farm I could make 
more money than ever out there, for 
I would know the real needs. I used 
to think that the corn and the hay I 
raised was all that cattle in the feed 
lot needed. Now I know better. The 
fact of the matter is that I have learned 
more about right feeding during the two 
years I have been in this store than I 
did in all the years of my practical 
farming experience. So when I meet 
my friends, the farmers, I’m prepared 
to reason with them.” 

Not long after taking the Kearney 
store Mr. Stark hooked up with a na- 
tionally known feed company, and be- 
gan to sell the brand that he says talks 
for itself after it is once placed with a 
customer. By his plan of continuous 
advertising and his visits from farm to 
farm. he sold three carloads of chick 
starter alone last season. Despite the 
low price of eggs he has kept his cus- 
tomers in a buying frame of mind this 
year. 

“Rains were so favorable to us last 
year that crop yields were twice as good 
as usual,” he said. “With corn selling 
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Mr. Stark, Kearney, Neb., bought this 
a profitable business enterprise. 


now at 45 cents a bushel it means, as 
gauged by usual corn yields, that the 
farmer is getting 90 cents from land 
representation that never did any better 
than that when prices were better. The 
same thing holds for wheat, oats and 
barley. But you’ve got to keep empha- 
sizing the facts of the case, else the 
customer for feed will harp on the ha- 
bitual slogan, ‘Hard Times.’ that they 
have borrowed from the daily news- 
papers. The customer is as rich as he 
feels and by a little reasonable argu- 
ment you can make the man on the 
farm over into a better frame of mind. 

“We can show that income per acre 
is as good as ever. And then for those 
who crab about low prices there are 
any number of examples to show that 
the farm dollar buys more than it has 
for years. A woman comes in to regis- 
ter a kick against what she thinks are 
high prices for feeds and we have only 
to tell her that the same sack of feed 
for which she had to pay $1.60 not so 
long ago, can now be bought for ninety 
cents.” 

Mr. Stark explained how some men 
feel rich and some imagine themselves 
as poor. He told of the farmer who 
came in asking for the price of tank- 
age. This man was evidently not posted 
at all on feed prices. He had in mind 
the $75.00 a ton price. Then when the 
feed dealer quoted the price of $55.00 
that farmer was elated. He felt rich 
right away. He bought a ton of the 
tankage and went home feeling fine. 
But right on his heels came another 
farmer who knew the price. Instead 


of expressing delight over it, he crabbed. 
To him had to be pointed out the plain 
truth of the matter—that farm income 
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store for a hobby but™soon developed it into 


around Kearney was up to normal while 
feed prices, the same as prices for other 
kinds of merchandise, had declined de- 
cidedly. 

Works With Salesmen 

“We've got to blot out this ‘Hard 
Times’ slogan,” declared Mr. Stark. “It 
doesn’t belong to the part of the coun- 
try in which I live, at least. And we've 
got to keep up a continuous agitation 
regarding the need for feeds out on the 
farms by going out and talking the need. 
My plan is to use the salesman for the 
feed manufacturer every time I can get 
him, and to go right along on the trips.” 

Mr. Stark calls his place the South 
Side Feed Store, the name that it bore 
prior to his coming. The building was 
a humble affair when he took it over 
and so Mr. Stark thought he would do 
just enough to keep himself out of mis- 
chief. Besides, he had some misgivings 
over the location that is away from the 
business district and across a maze of 
railroad tracks from the main center. 
But now he says such a location is an 
advantage, for it gives the farmer spe- 
cial privileges. He can find plenty of 
parking space and he can turn squarely 
around in the middle of the block with- 
out violation of a city ordinance. 

Mr. Stark is building an addition on 
the rear of his store for the installa- 
tion of a mill for custom grinding and 
to obtain more storage room. 

“If you can’t keep what the farmer 
needs in his feeding game, you might 
as well quit,” declared Mr. Stark. “But 
besides keeping it on hand you’ve got 
to go out on the farms to sell it. Kear- 
ney is no longer full of chickens, milk 
cows and horses. Town trade can’t 
teep a feed store alive.” 


Cars Flour, 

Millfeed, Dairy Rations, 

Poultry and Hog Feeds 
from one source 


COMMANDER-LARABEE 
CORPORATION 


MINNEAPOLIS, MINN. KANSAS CITY, MO. 
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Quaker 
FUL Q-PEP 
x POULTRY FEEDS 


GREEN CROSSE 


& OSTEBUTORS 
CHICAGO. U.S. A. 
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Airplane View of the Cedar Rapids, Iowa, Mill 


Your Customers Know About 


Quaker Feeds 


—for years they have read Quaker Feed advertising in their 
favorite farm and poultry papers. They are convinced that 
Quaker Feeds are good feeds—feeds that make money for the 
feeder. Many of them would like to start using Quaker Feeds 
this season. A demand is already created. Why not be the 
one to fill it? It will pay you to investigate the possibilities 


Quaker co-operation offers. Just write a card or letter asking 


for information about the Quaker Selling Plan. Do it now! 


THE QUAKER OATS COMPANY, CHICAGO, U.S. A. 
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A ‘*‘CASH BASIS”’ “Why don’t you sell the feed manufacturers 

FOR MANUFACTURERS 0n your cash basis idea,’’ we were recently 
asked by a retail dealer with whom we were 
having a friendly discussion. 


‘ ““You’ve advocated selling feed for cash for several years and many of us 
have listened and been encouraged to put our own businesses on a cash basis. 
It seemed logical that since we were paying cash for the feed we bought we 
should demand cash for the feed we sold. But now some feed manufacturers 
are breaking down the system and a dealer can buy feed on almost any terms.”’ 


THE FEED BaG regretfully admits that this feed dealer was speaking truth- 
fully. All feed manufacturers are not extending credit, but many are ‘“‘making 
a few exceptions to their general rule”’ and the evil is spreading. Every manu- 
facturer we have talked with admits a few exceptions and blames his com- 
petitors. They are standing in a circle, each one pointing to the fellow next 
to him until the ‘‘He started it’’ applies to all. 


THE FEED BAG has watched with growing concern the increasing tendency 
on the part of feed manufacturers to accept bookings and make deliveries on 
a trade acceptance, consignment or open account basis. We are concerned 
in the interests of the industry rather than the individual manufacturer, for 
we sincerely believe that the sale of feed on credit harms the feeder and the 
dealer as well as the manufacturer. 


Grain and grain products, including feed, have always been sold on a 
mighty small margin of profit. Business of the industry has always been effi- 
ciently and economically conducted principally, we believe, because it has 
been on a cash basis. The industry has triumphed in many battles because 
it has been right and even the government through any of its agencies will 
never be able to permanently harm the grain and feed trade. 


And so the feeder has been able to buy and use feed on an economical 
basis. He couldn’t — if the margin of profit was figured to cover credit expense 
and losses. 


And the dealer has always been a free man, a true American. He has been 
able to call his business and his soul his own. He couldn’t —if he was en- 
cumbered with consignment agreements and unpaid accounts to favoring feed 
manufacturers. 


Difficult business conditions have, of course, been responsible for most 
of this increased credit in the feed industry. THE FEED Bac recognizes the 
emergency but it can not acknowledge credit as a means toward relief. We 
see credit as a poison and not as a medicine. True relief, we believe, must come 
through aggressive merchandising and the continued manufacture of quality 
feed which can be sold on the basis that results determine value. The margin 
between the cost of raw materials and the cost of our product to the feeder 
must not be increased. ‘ 


For more than five years, THE FEED BaG has been preaching cash basis 
to its dealer readers. We have helped change hundreds of retail merchants to 
a cash basis and hundreds more have been encouraged to aggressively work 
i reducing their growing book accounts. The industry has been strengthened 
but it will lose this added strength and more if the manufacturers cannot see 
| the fallacy of looking to credit as a prophet in this period of trial. 


THE FEED Bac asks the support of feed manufacturers to help put and 
keep the entire industry on a cash basis. We ask it for the good of the feeder, 
the feed dealer and the feed manufacturer— DAvID K. STEENBERGH. 
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Every Dealer Is Entitled To Know Definitely The 
Measure of Your Advertising in His Community 
and Trading Radius 


Advertising is valuable to a dealer strictly in proportion to 
its circulation in the dealer's own community. 


Advertising is as important a part of a transaction between 
dealer and manufacturer as the merchandise itself, but it is time 
each manufacturer measured the worth of advertising as applied 
to a dealer’s community and his own store. 


That’s the only measure of value for the dealer, and Post 
Office Count of circulation alone gives every dealer an exact factor 
in placing a valuation on the advertising of a manufacturer. 


Stock turnover as influenced by advertising is strictly depen- 
dent on a coverage in a dealer’s own particular locality adequate 
to create a buying preference at his own retail counter. 


When the dealer is asked to buy merchandise, in part at 
least, on the strength of advertising, isn’t it reasonable for him to 
ask, ‘‘How much of this advertising reaches my community?” 


Post Office Count is the retail dealer’s measuring stick of the 
value of a farm paper in influencing the sales in his own particular 
locality! 


It tells him exactly how many of his customers the publica- 
tion is reaching in his town, and on the R. F. D. routes out of his 
particular town. 


Certainly, if price tags in plain figures are desirable in retail- 
ing merchandise, the same price tags in the form of Post Office 
Count are desirable in ‘‘selling’’ a manufacturer’s advertising to 
the retail dealer. 


Post Office Count of circulation puts advertising ‘‘above 


board”’. 


It alone puts ‘‘full truth in advertising”. 


WISCONSIN AGRICULTURIST AND FARMER 


— WISCONSIN 
Circulation Over 184,000 Weekly 


The Only Weekly Farm Paper Owned, Edited and Published in Wisconsin 
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How Dealers Made Cut Price Morton 


Turn Over a New Leaf 
It’s Often Easy to Set a Bad Man Right 


scrupulous dealer of Pine 
Ridge, was a sore thumb to 
the feed trade. He was a particular 
“pain” to Russ Fuller and Burt Wilson 
who endeavored to conduct a legitimate 
business in the same town in compe- 
tition with his ruthless practices. Even 
the merchants in outlying districts felt 
the effects of Morton’s unethical deal- 
ings. Some of their best customers had 
fallen for the lure of “cheap feeds” 
which Morton had widely advertised 
with prices at least a foot high. 
More than one dealer felt an impulse 
to shoulder a shotgun and once for all 
end the Morton tactics when a patron 
came into their stores and accused them 
of being hold up men, because they 
charged such high prices in comparison 
with a certain store in Pine Ridge. But 
possessing themselves they swallowed 
hard and passed the situation off with 
a few inward curses whiie they tried 
to be pleasant and reason with the cus- 
tomer. 


UT PRICE” MORTON, un- 


Morton a Bad Actor 


Morton was as black as his competi- 
tors painted him. He never maintained 
a standard price schedule. He bought 
and sold unknown, unadvertised pro- 
ducts, picking them up on the market 
wherever the offer was best, regardless 
of quality. He sold to one customer 
for a price and bargained with another 
for all he could get. It would take 
pages to enumerate his multitude of 
sins. 

He did, however, operate a legitimate 
grinding department. It was the out- 
growth of a boyhood hobby. In the 
days of his youth on the farm he built 
a crude grinding contraption in his 
spare moments. It was a miniature 
affair which he belted to the farm en- 


gines used for pumping water. One day 


a nail found its way into the machine 
and started a fire in the pump shed. His 
father succeeded in extinguishing it and 
that task completed, proceeded to ad- 
minister an unpleasant warming to the 
aft end of his inventive offspring. 
Grinding His Hobby 

The boyhood hobby found realization 
when Morton entered the feed business. 
He equipped a spacious, well arranged 
section of his establishment with mod- 
ern machinery which he always kept 
in perfect operating order. It was un- 
doubtedly the best grinding department 
to be found in any section of the coun- 
try. He did quality work and obtained 
fair prices. And so Morton’s_ mill 
ground merrily on, while he raised par- 
ticular havoc with the merchandising 
end of the business. 

The Pine Ridge Feed Dealers club 


By Emil J. Blacky 


was holding one of its regular monthly 
meetings. As usual, “Cut Price’ Mor- 
ton was absent. In the first place he 
was never asked to join, and in the 
second place if he had entered the meet- 
ing hall an inevitable mutilation of his 
despised form would have resulted. 

Complaints from members at _ the 
meeting were numerous and all of them 
originated from one source—Morton’s 
ruthless tactics. A maze of endless 
babbles and condemnation resulted. No- 
body was getting anywhere. 

Finally Russ Fuller, “Cut Price” 
Morton’s nearest neighbor, casually 
asked for the floor. Fuller was a re- 
served, contriving sort of chap, and 
members of the club always anticipated 
that something was up his sleeve when 
he spoke. 

“Boys,” he began, “I’ve been doing 
some tall thinking about this guy Mor- 
ton and I’ve come to the conclusion 
that we must get him into this organi- 
zation.” 

His proposal was met with a chorus 


WALTER F. UEBELE, Burlington 
Feed Co., Burlington, Wis., has pur- 
chased the Bowman creamery at Zenda, 
Wis., which he is remodeling into a 
feed store, to be operated as a branch 
of the Burlington mill. A hammer mill 
will be installed and a complete line 
of feeds, seeds and flour will be stocked. 
Mr. Uebele’s son, Ralph, will be in 
charge of the new store. 


BEN LOIS, father of Al Lois, A. 
H. Lois Feed Co., Bassett, Wis., passed 
away at his home at New Munster, 
Wis., March 21, following an attack of 
pneumonia. He was 56 years old. 


A. J. FRANKS, Morton, IIl., opened 
the Morton Feed Store for business 
April 1, and is selling a complete line 
of flour and feeds. 


WISCONSIN FEEDS LISTED 

More than 2,300 brands of feedstuffs 
were offered to Wisconsin farmers in 
1930, according to Walter B. Griem, 
state chemist, in reports published in 
a new bulletin “Feeders Guide to Qual- 
ity,” just issued by the department of 
agriculture and markets. Copies may 
be obtained free on request. It is esti- 
mated that Wisconsin farmers purch- 
ased $30,000,000 of feeds which were all 
tested in the state laboratory. New 
feeds listed in the bulletin included vari- 
ous mineral mixtures and cod liver oil 
compounds. 
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of dissent. 

“Now wait a minute,” he continued, 
raising his hand for silence. “Unless 
we straighten this fellow out we aren’t 
going to get to the bottom of this price 
cutting situation. Here’s my plan. Mor-.- 
ton thinks the world of his grinding 
business and he’ll go up in arms if he 
knows anything is going to happen to 
break it up. Well, next week two port- 
able mills are coming into this territory. 
They’re going to bust up his grinding 
business and ours will go by the board 
also, if we don’t get together and fight 
them.” 

Fuller explained his plan in complete 
detail and finally gained the consent of 
the members to proceed. 

Morton Gets Callers 

On the following morning Russ Ful- 
ler and Burt Wilson strolled calmly 
into Morton’s office. He greeted them 
coldly. 

“Heard about those portable feeu 
mills coming into our territory,” in- 
quired Fuller. 

“They raised the dickens down in 
Burtonville,” added Burt Wilson. “Two 
of the grinders there had to shut down.” 

Morton suddenly became attentive. 

“If they come into this territory I’ll 
bust every one of them up,” he threat- 
ened. 

“Let’s get together at a meeting to- 
morrow night and figure out a plan to 
fight ’em together,” suggested Fuller. 

“Good idea,” consented Morton. “I'll 
come.” 

Morton Attends Meeting 

The biggest turnout in its history 
was present at the special meeting of 
the Pine Ridge Feed Dealers club which 
was held on the following evening. 
Morton was among the early arrivals 
and the members, informed of the plot, 
did everything possible to make him feel 
at home. 

Russ Fuller presided. He went into 
great heights of oratory about the op- 
pressions the dealers were suffering 
from outside sources and he vividly 
pointed out the dangers of the portable 
mill situation. It was suggested from 
the floor that the chair, appoint a com- 
mittee to formulate a plan for meeting 
the portable mill competition when it 
entered the territory. Russ Fuller 
promptly named Morton chairman and 
selected Burt Wilson and another deal- 
er from the membership to assist him. 

Today there is no more price cutting 
in Pine Ridge and vicinity and portable 
mill competition keeps its distance. 
John Andrew Morton is president of 
the feed dealers’ club and is one of its 
biggest boosters and most highly re- 
spected members. 
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Feeding School Is Again Planned 
For Central Convention 


Founders of Association to Be Honored 


Busy Dealers’ Feeding school, 

frank discussions on pertinent 
trade problems and a diversified pro- 
gram of entertainment for both gentle- 
men and iadies are included in 


| | NUSUAL talks, a new and better 


The original “Committee of 30” who 
five years ago founded the Central Re- 
tail Feed association will be guests of 
honor at the convention and will be 
decorated with special badges. 


Mem- 


the convention. They are J. E. Davis, 
Northern Supply Co. Retail Stores, 
Inc., Amery, chairman; John E. Kozicz- 
kowski, Amherst Junction; Frank Bohn- 
sack, Farmers Feed & Fuel Co., Bur- 


‘the tentative plans for the an- 
nual convention of the Cen- 
tral Retail Feed association 
which will be held at the 
Schroeder hotei, Milwaukee, 
June 1 and 2. Arrangements 
will be made to accommodate 
a far greater gathering of deal- 
ers than last year, when a 
new attendance record was es- 
tablished. 

The entire fifth floor of the 
Schroedel hotel will be reserved 
for the convention. Sessions 
will begin promptly at 10 a. m., 
Monday, June 1, with the an- 
nual address of the president, 
Walter Uebele, Burlington Feed 
Co., Burlington, Wis., and re- 
ports of the other officers of the 
association. The dealers’ will 
lunch together at noon and hear 
outstanding men in the trade 
speak on merchandising. 

Closed Dealers Session 

During the afternoon a closed 
session restricted to dealers will 
be held. Credit, portable mill 
competition, legislation, and 


other problems of vital interest 
to the retail feed industry will 
be discussed. 

The annual banquet, a highlight of 
the convention, will be held Monday 
evening. Nobody will speak. The pro- 
gram is to be devoted entirely to en- 
tertainment and wholesome’ camraderie. 

School days will live again for dealers 
on Tuesday morning when they gather 
to hear eminent professors discuss 
feeding problems at the busy dealers 
school which has proved to be the most 
popular feature of the convention dur- 
ing the past four years. From the 
opening bell until dismissal this year’s 
session promises to be bigger and better 
than ever. 

A business meeting to elect officers 
and discuss future plans will also be 
held Tuesday morning. 

The grand finale of the convention 
will be a visit to the plant of the Val 
Blatz Brewing Co., Milwaukee, where 
the dealers will be guests at a luncheon 
and will be provided with entertainment. 
A. L. Klein, secretary of the company, 
extends a cordial invitation to all of the 
delegates. This feature of the conven- 
tion was so popular last year that Mr. 
Klein’s invitation this year was again 
immediately accepted. 
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The entire fifth floor of the Schroeder hotel shown above 
will be reserved for the convention. 


bers of the committee are W. E. Brobst, 
Guy V. Dering, Bentley Dadmun, Ed- 
ward Devorak, T. R. Evenson, Joe Free, 
W. T. Hahn, G. W. Healy, W. L. Hu- 
son, A. A. Huber, L. J. Hartzheim, B. 
L. Jones, M. A. Joshel, H. E. Jaeger, 
E. R. Klinner, K. B. Laubenstein, D. 
W. McKercher, Frank S. Orton, 
Charles Pollow, A. L. Peters, C. R. 
Richardson,’ M. E. Shurtleff, G. W. 
Spear, G. A. Schlegel, O. W. Timm, 
W. C. Young, and H. Zeitler. 

Four members of the committee of 
30 have died since it originated. They 
are Frank B. Hoag, F. Kern, R. E. 
York and Frank Melcher. 

The committee in charge of general 
arrangements for the 1931 convention 
includes David K. Steenbergh, chairman 
and secretary of the association, Walter 
Uebele, Larry Hartzheim, Hartzheim 
Fuel & Feed Co., Beaver Dam; Walter 
Haertel, Haertel Products Co., Minne- 
apolis, and W. N. Knauf, Knauf & 
Tesch Co., Chilton. 

Reception Committee 

Ten well-known dealers and mem- 
bers of the association have been ap- 
pointed as a reception committee for 
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Coop. Elevator Co., Clintonville; 
C. M. Beverly, Dundee Lumber 
Co., Dundee, Ill.; Roland Rein- 
ders, Reinders Brothers, Elm 
Grove; H. M. Esser, Math Es- 


lington; Earl Smith, Clintonville 


ser & Son, Dane; Howard A. 
Platten, Platten Products Co., 
Green Bay; August Luedtke, 


Lomira Coop. Co., Lomira, and 
F. C. Yerges, Reeseville Eleva- 
tor Co., Reeseville. 

Wholesalers Help 

Indications are that the Mil- 
waukee Chamber cf Commerce 
and the feed men and shippers 
of the Minneapolis chamber will 
cooperate in making the conven- 
tion a success. 

With less than two months re- 
maining before the convention, 
arrangements are rapidly going 
forward. Dealers are requested 
now to make plans to attend. 
Memorial day and a Sunday 
preceding the convention dates 
will give the delegates two holi- 
days during which they will have 
ample time to drive to Milwau- 
kee. 


MILWAUKEE GRAIN & Feed 
Corp. has been organized as a division 
of the Milwaukee Grain & Feed Co., 
Milwaukee. The capital stock is 
$200,000. The new corporation will con- 
duct the production end of the present 
business while the old company will de- 
vote its efforts to marketing. Incor- 
porators of the new division are Bert 
Vandervelde, Leon F. Foley and F. 
Sammond. 


WELLAND FLOUR & FEED CO., 
Welland, Ont., has awarded a contract 
for a large addition to its offices and 
warehouses. 


GEO. E. FOVAL, Linn Grove, Ia., 
has purchased the Western Elevator 
Co. elevator which he formerly man- 
aged. He will operate it under his own 
name. 


VITALITY FEED STORE, Lees- 
burg, Ohio, has been opened for busi- 
ness and is selling a complete line of 
stock and poultry feeds. The firm, ac- 
cording to Morris Locke, manager, will 
be operated on a strictly cash basis. 


| 


SIMPLY 


Plug 


Type B Stearns Magnetic 
Separator. Simple, com- 
pact and fully automatic. 
Requires no D.C. Gen- 
erator; simply plug in 
any handy A.C. outlet. 
Operates on trap prin- 
ciple. All metal construc- 
tion. Installation in feed 
table. Low cost for use 
of limited capacity flour 
and feed mills. 


MAGNETIC SEPARATOR 


OU want to protect your 

mill against the dangers 
of tramp iron and its attend- 
ant possibilities of dust explo- 
sion, damage to milling ma- 
chinery, and impurities in 
finished product — flour or 
feed. 
Magnetic Mfg. Company en- 
gineers have made it possible 
for you to secure this protec- 
tion at lower cost and with 
far greater simplicity and ease 
than ever before. 
Heretofore, all magnetic sep- 
arators, which are installed in 
spout or feed table and remove 
tramp iron automatically be- 
fore it reaches the milling ma- 
chinery, had to be equipped 
with generator sets to convert 
A.C. into D.C. Generator sets 
added considerably to the cost 
of a magnetic separator in- 
stallation and also involved 
installation difficulties. 
A power unit, adapted by 


Separators. 
Company 


Width of Spout 
Kind of Material 


Electric Current Voltage 
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| MAGNETIC MFG. COMPANY, 630 S. 28th St., Milwaukee, Wis. 
Please send complete information on the improved Stearns Magnetic 


ON THE A. C. LINE ...NO D. C. 
GENERATOR REQUIRED . . for 
STEARNS Magnetic Separators 


Stearns engineers, now makes 
it possible to simply plug 
Stearns Separators (Type B) 
directly into any handy A.C. 
outlet. Installation of mag- 
netic separators is therefore 
greatly simplified and the cost 
of generator sets wholly elim- 
inated. 


This feature was developed 
and perfected by the Magnet- 
ic Mfg. Company and is ex- 
clusive to Stearns Separators 
(Type B). 


You need the positive protec- 
tion of Stearns Magnetic Sep- 
arators against the dangers of 
tramp iron. Regardless of 
the machine you operate— 
grinder, pulverizer, attrition 
mill, hammer mill—you can- 
not afford to be without this 
all-important equipment, 
now so radically improved. 
Decide today to investigate; 
use the coupon below. 


: 
BR 
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DIAMOND 


CORN 


GLUTEN MEAL 


the ideal mash ingredient 
High protein —Vitamin A potency 


Diamond Corn Gluten Meal ought to 
be going into consumption with your 
poultry-feed customers. A mash con- 
taining Diamond has the foundation 
of economical egg production and there- 
fore the foundation of customer-satis- 
faction and repeat business for you. 


These are the qualities that make 
Diamond ideal for the mash: 


High protein (minimum 40%), 

Low fibre (average 2%), 

High percentage of digestible 
nutrients (over 80%), 

Vitamin A potency, 


Ideal consistency for the mash, 
All corn. 


Mixers everywhere are improving their 
mashes and lowering ingredient costs 
by the inclusion of Diamond. 

For further information see our 
salesman or write us. 


40% Protein Guaranteed 


RATION SERVICE DEPT. 
Corn Products Refining Company 
17 Battery Place, New York City 


| 
Quality | 


The finest quality pro- 
ducts at the lowest 
price—that is the tribute 


E paid us daily by satisfied 
users of 


“RED 3”? Brand: 
Rolled Oats 
Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 
Feeding Oatmeal 
Hygrade Oatfeed (11% Protein) 
Reground Oat Hulls 
Unground Oat Hulls 
Fine Ground Oat Hulls 
White Hominy Feed (7% Fat) 


Wire us for Quotations 


The Corno Mills Company 
East St. Louis, Ill. 


Three Minute Cereals Company 
Cedar Rapids, Iowa 


E. S. Woodworth & Co. 


MINNEAPOLIS, MINNESOTA 


Offer a complete line of 


Millfeeds 


OIL and COTTON SEED 
MEALS 


either straight or mixed cars. 


Large warehouse facilities and com- 
plete stocks insure prompt shipment. 


Grain. we ofer 
Oats, Corn, Rye, Barley 
and Chicken Wheat 


aap WIRE OR PHONE 
ATLANTIC 4593 for PRICES 


Try Us. You will like our service. 


Page Twenty-six THE FEED BAG—APRIL, 1931 


PORN 
‘CORN PRODUCTS 
GLUTEN 


Wisconsin Open Formula Feed Bill 


Voted Down in Senate 
Measure Meets Widespread Opposition 


the open formula labeling of 
manufactured feeds compulsory in 
Wisconsin, and its amendments 1 and 
2, were defeated by a vote of 18 to 15 
in the Wisconsin senate on March 24. 
W. H. Hunt, River Falls, who in- 
troduced the bill, was the only senator 
to talk in its favor. Senator James Bar- 
ker, a farmer living near Antigo; W. 
S. Goodland, Racine; Leonard Fons, 
Milwaukee; George Blanchard, Edger- 
ton and Louis Fellenz, Fond du Lac, 
all talked against the bill. 


Debate on Bill 


Senator Hunt argued that the bill 
should be passed because farmers had 
a right to know what was in the feed 
they were buying. The senators who 
opposed the bill said that it was unen- 
forceable, would open the door to fraud 
and penalized the honest manufacturer. 
They said the present law was adequate 
and protected the farmer in every re- 
spect and that passage of the pending 
bill would be a hardship rather than 
a help to the farmers of Wisconsin. It 
would add to the cost of feed and es- 
tablish a false standard which could not 
be enforced or depended upon in place 
of a feed buying standard which is be- 
ing well enforced and is satisfactorily 
used throughout the country. 

Two hearings on the bill and its 
amendments were arranged by the sen- 
ate committee on agriculture and labor 
before the bill was voted on in the sen- 
ate. Senator Hunt was practically 
alone in sponsoring the bill at these 
hearings, while feed dealers, feed manu- 
facturers and many farmers testified in 
opposition to the bill. There was no 
demand for any change in the feed 
law from the farmers of Wisconsin and 
the attitude of the farmers toward the 
proposed legislation has been editorially 
expressed by the Wisconsin Agricultur- 
ist and Farmer and Hoard’s Dairyman. 

John Thompson’s Editorial 

“Again an effort is being made in the 
state legislature,” writes John Thomp- 
son in the Wisconsin Agriculturist and 
Farmer of March 7, “to have all com- 
mercial feeds distributed in Wisconsin 
sold on the open formula basis, al- 
though there appears to be no demand 
for anything of that sort from the farm- 
ers, who are the buyers of these feeds. 
Our present commercial feed law re- 
quires that all mixed feeds must have 
plainly printed on the bags or contain- 
ers ‘the minimum percentages it con- 
tains of crude protein, and of crude fat, 
and the maximum percentage of crude 
fiber it contains, and the specific name 
of each ingredient used in its manu- 
facture.’ This law is working very well 


B ILL 32-S, which would have made 


and is satisfactory to the farmers as 
well as to those whose duty it is to see 
to its enforcement. 

“Senator W. W. Hunt, of River Falls, 
has introduced a bill to amend the pro- 
vision of the law so as to require the 
percentages of the different ingredients 
of which the feed is manufactured to 
be printed on the bag. This is of doubt- 
ful value. In fact, we believe it would 
actually prove to be harmful to the 
farmer, * * * 

“So long as we have a good law that 
has proved to be satisfactory to all 
concerned, why not let well enough 
alone? We do not need an open for- 
mula feed law in Wisconsin. In fact, 
such a law would be a detriment rather 
than a benefit to the farmers.” 

Hoard’s Dairyman Comment 

A. J. Glover, editor of Hoard’s Dairy- 
man, wrote editorials on “open formula 
by law” for the February 25 and March 
25 issues of his publication. The fol- 
lowing two paragraphs are from his 
first editorial: 

“There is wide opportunity for dis- 
cussion and much diversity of opinion 
as to the value of open-formula feeds. 
Both open and closed formula feeds 
are now available to the purchaser, and 
it is not our purpose to discuss the 
question. However, it is our purpose 
to discuss the futility and practical dis- 
honesty of making legal requirements 
that all feeds sold shall be open for- 
mula feeds. * * * 

“Not being able to enforce such a 
law, the state in effect would endorse 
and certify to the feed formula of the 
dishonest as well as the honest manu- 
facturer. This would result in decep- 
tion of the farm purchaser and, finally, 
disrespect for the present enforceable 
feed laws requiring the percentage of 
protein, fat, and crude fiber to be stated. 
It would also result in unfair compe- 
tition between manufacturers of feed.” 


Amendments Not Helpful 


Excerpts from the latter editorial, 
written after the bill had been amend- 
ed, follow: 

“Senator Hunt has introduced another 
bill which requires the manufacturer of 
mixed feeds to name all cheap ingre- 
dients and give the number of pounds 
of each used per ton.. For example, if 
buckwheat hulls, cottonseed hulls, pea- 
nut hulls, peanut shells, rice hulls, oat 
hulls, and the like are used, the num- 
ber of pounds per ton must be stated. 
Further, if the feed contains less than 
2.5 per cent of any ingredient, it must 
be stated. 

“We see no advantage in this bill 
over the one that required the percent- 
age of all ingredients to be stated, be- 
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cause it is just as impossible to deter- 
mine the percentage of low ingredients 
as of high ingredients. The present 
law requires that all ingredients used 
in a feed be stated upon the sack, the 
minimum amount of crude protein and 
crude fat, as well as the maximum 
amount of crude fiber in the mixed feed. 
This gives the purchaser of feed the 
information he needs to guide him in 
the purchase of feeds for supplementing 
those on the farm. 


Hunt’s Tactics Condemned 

“Those proposing legislation to re- 
quire the percentages of low grade in- 
gredients in a mixed feed to be stated 
on the sack, realize the weakness of 
their position. A letter written by Sen- 
ator Hunt instructed one state official 
to refuse to allow any member of his 
staff to appear before the agricultural 
committee and give his expert opinion 
as to thé desirability and enforceability 
of this legislation. He also wrote to 
another well-known and highly regarded 
dairy authority in the employ of the 
state, that if he appeared before the 
committee and gave his opinion as to 
the proposed law, it would be con- 
sidered an unfriendly act. 

“We are headed toward a dangerous 
course in our legislation when well in- 
formed men are requested to stay away 
from committee hearings on a bill un- 
less they agree with the proponents of 
the bill. The Scripture says: ‘And ye 
shall know the truth, and the truth shall 
make you free. To attempt to keep 
information away from the members of 
the legislature that would enable them 
to act in the interest of the farmer and 
in the interest of honesty and fair play 
must be condemned. Such tactics are 
at once discreditable and at the same 
time a challenge to those who believe 
in democratic government.” 


WOODBINE FEED Association, 
Woodbine, Ill, has been organized by 
500 farmers in that district and has 
purchased the feed mill and elevator of 
Fred Arnold. The mill will be com- 
pletely remodeled and new machinery 
installed. H. J. Bawden is president of 
the new organization and Ray Brown 
is secretary. H. G. Hartman has been 
appointed manager. 


GOODELL COOP. GRAIN CO., 
Goodell, Ia., has purchased the elevator 
and grain business of D. M. Conlan. 


CHATTERTON & SON, Lansing, 
Mich., through its directors, has ap- 
plied to circuit court for permission to 
aia A hearing will be held April 
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Tne New Monarch Cold Molasses Outfit 


Is a Big 
P rofit-Maker 


Keeps farmers feed dol- 
lars coming to your mill 


because it adds up to 50% 
molasses to feeds they bring to 


be ground. Feeds are free from 
molasses balls, well mixed, fresh and 
fragrant. Get that extra two or three 
dollars per ton for your feeds. You 
will find the Monarch efficient and 
reasonably priced. Why not learn all 
about it now. 


Write, wire or phone nearest office 
No obligation. 


2-5 and 10 ton capacity Per Hour Bolt or Motor Drive 


SPROUT, WALDRON & CO., Inc., 3: Muncy, Pa. 


Chicago Office 950 Clinton St. . 
Buffalo Office 725 Genesee Bldg. — Other Representatives 
Kansas City Office 612 New England Bldg. Conveniently Located al 


Grain & Malting Co. 


Grain and Feed 


MILWAUKEE 
MINNEAPOLIS © @ ®@ 


Page Twenty-eight © THE FEED BAG—APRIL, 1931 


bas 
{ 
| 
| 
| 
v 
ny 
q 
EDT 
V0 


Farm Board Ruined World Market 


For American Wheat 


Government Plan Was Costly Mistake 


HE agricultural marketing act 

was passed in the face of the 

failure to stabilize important 
surplus products in five foreign coun- 
tries during the past 10 or 15 years. 
If the law makers of this country had 
the business judgment that is expected 
of them in their positions, they would 
have considered these past futile at- 
tempts seriously before taking a sim- 
ilar step in this country. 

Japan attempted to stabilize silk for 
15 years, from 1915 to 1930. In 1920 
Japan silk was selling at $16.00 a 
pound. The last price I saw on it late 
in 1930 was $2.00 a pound. 


Rubber Pool Flops 

The British rubber pool lasted from 
November 1, 1922 to November 1, 1928. 
It was dissolved like the Japan silk 
plan—a complete failure. In 1922 rub- 
ber sold for 20 cents; in 1930 for 8 cents 
a pound. 

Brazil tried two attempts at stabiliz- 
ing coffee, the first lasted from 1905 
to 1914 and the second from 1923 to 
1930. Today Brazil has more coffee 
in its visible supply than the whole 
world could consume in one year. Cof- 
fee in 1923 was selling for 23 cents 
and in 1930 it could be bought for 8 
cents a pound. 

Cuba tried to stabilize sugar. There 
are 103 countries raising sugar today, 
all trying to stabilize it one way or an- 
other, because of its low price which 
was principally the result of the Cuban 
pooling plan. In 1920 the price was 
20 cents a pound; last year it sold at 
2 cents F. O. B. New York. 

The Canadian wheat pool started 
when wheat was worth about $1.65 in 
Winnipeg, and today Winnipeg wheat 
is worth about 57 cents. It is reported 
that some of the farmers who joined 
the pool have not yet received the bal- 
ance on their grain which they deliv- 
ered in 1928. 

Foreign Trade Antagonized 

The American farm board evidently 
took these five failures as its models 
and has been following their plans al- 
most to the line. The agricultural mar- 
keting act was passed June 15, 1929, 
and a whole year before this act be- 
came a law, articles appeared in all the 
papers in this country as well as in for- 
eign papers, advertising to the world 
that the American government was cre- 
ating a farm board and was going to 
give it $500,000,000 with which to buy 
up all the surplus wheat in America, 
hold it for a set price and parcel it 
out to the world. 

What developed? Every ruler or gov- 
ernment of foreign countries who im- 
ported wheat before this act became a 


By A. L. Flanagan 


law, set up machinery to guard against 
being forced to pay a high price for 
the American surplus wheat in the 
world market. They started national 
programs encouraging their producers 
to raise more wheat and became ex- 


A. L. Flanagan 


Mr. Flanagan, president, Milwaukee Grain 
and Stock Exchange, Milwaukee, has made 
an extensive study of the farm board. His 
views, which were recently expressed ata 
meeting of the Eastern Wisconsin District 
Dealers’ club held at Plymouth, Wis., are 
published herewith. 


porters instead of importers. They en- 
couraged their people to use substitutes. 
They increased their import _ tariff 
against American wheat with the re- 
sult that by the time the agricultural 
marketing act even became a law the 
foreign countries who were big buyers 


‘of our American farmers’ wheat were 


12 months ahead of our plan in work- 
ing out methods whereby they would 
not need to make any. purchases. 

The government appointed Alexander 
Legge, president of the International 
Harvester Co., as chairman of the farm 
board. Mr. Legge was getting 
$100,000 a year and came to the farm 
board at $12,000. Big hearted Legge! 
What was $78,000 to the president of 
the International Harvester Co. if he 
could help the farmers? 

A year and a half of work shows that 
he may have been a good machinery 
man, but he certainly was not a grain 
man. The first thing he did was to 
hold the American farmers’ surplus 
wheat off the world market, because, 


THE FEED BAG—APRIL, 1931 


he said, Russia was raising a lot of 
wheat and dumping it on the world 
market at low prices, in accordance with 
its so called “five year plan.” 

The main purpose of the five year 
plan was to “wheat” the world into 
Sovietism by raising so much of it and 
underselling everybody else that farm- 
ing and labor conditions would become 
so bad that the people of other coun- 
tries would become Soviets. 

Export Market Ruined 

Now, I don’t claim to be a Moses 
but I think any high school boy could 
readily see that if this was actually the 
idea of Russia’s five year plan, the most 
foolish thing Mr. Legge could have 
done was to hold our surplus off the 
world market during the early years 
of the plan. What he could have done 
was to dump our wheat on the world 
market and force the price down for 
the first year or two and bust the Rus- 
sian idea. But he held the American 
surplus off the world market when the 
price was around $1.35, Chicago, and 
let Russia market her wheat for the 
past year and a half, thereby enabling 
her to be better able to pay for the 
millions of dollars worth of American 
machinery she was buying. Other for- 
eign countries increased the production 
of wheat and regular buyers of Ameri- 
can wheat found other places to shop. 

What does it all mean? It means 
that the American farmer has lost his 
world’s wheat market in a period of 
two years never to be regained 100 per 
cent, yes, even 50 per cent. There is 
nothing for him to do now but cut 
down his wheat production to a do- 
mestic demand. 

Made Costly Mistake 

In August, 1929, the farm board came 
out with a prediction that there was 
a world shortage of about 400,000,000 
bushels of wheat and said that they 
would loan the farmers 90 per cent of 
$1.35 a bushel, Minneapolis, as they 
predicted that the wheat would be worth 
considerably more in the near future. 
This was right at harvest time for the 
Northwest farmer and in the middle 
of harvest for the Southern winter 
wheat farmer. The farmers immediate- 
ly stored their wheat up at home and 
borrowed money from the banks on 
it. The local elevators also stored their 
wheat and borrowed. And what re- 
sulted? 

It was discovered that whoever fur- 
nished the farm board with the world 
production estimates had made a mis- 
take and had overlooked taking into 
consideration ‘the world’s carryover 
from the year before. When the cor- 
rect situation was revealed they found 
that they had a world’s surplus instead 
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of a shortage. Then they reduced their 
price to a basis of $1.18, Chicago. They 
took wheat at this price until they found 
that they were getting more than they 
wanted and they withdrew the pegged 
basis and took it at market price. The 
price sagged to $1.00 a bushel where 
they again supported the market by 
buying futures. This move did 


strengthen the market temporarily but: 


the visible supply was still showing in 
our display windows to the world and 
the price gradually sagged to 73 cents 
for December, Chicago. 

I contend that if the farm board had 
never taken the farmers’ wheat surplus 
off the market in the first place, neither 
the world’s price nor the American 
price would have been as low as it is 
now. 


BETTER BUILT BAGS 


BAG FACTORIES » COTTON MILL » BLEACHERY 


The four principal intents and articles 
of the agricultural marketing act are 
(1) to minimize speculation, (2) to pre- 
vent inefficient and wasteful disposition, 
(3) to encourage producer owned and 
producer controlled organization (4) to 
aid in preventing surpluses. 

Speculation makes a market. The 
speculator takes the slack out of the 
market and prevents either the seller 
er the buyer from commanding it. The 
minute you eliminate speculation you 
have a violent swing in either direc- 
tion but with a large speculation you 
have a more steady market. 

The farm board, formed to minimize 
speculation, has become the biggest 


speculator this country has ever known. 
It has bought up 200,000,000 bushels 
of wheat with government money and 


long period. 
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TALK asout Bacs!>>» 


(Quoted from Customers’ Letters) 


.... Wwe have done business with 
bag houses for over thirty years, 
and the service you render is de- 
cidedly more efficient than any 


service we have received in that 


WERTHAN BAG CORPORATION 


NASHVILLE » NEW ORLEANS 
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is holding it for a higher price. By 
doing this it has lost untold millions 
of dollars for the producer and tax 
payer. 

The farm board is supposed to pre- 
vent inefficient and wasteful distribu- 
tion. Now, there is no commodity in 
the world handled as cheaply as grain. 
The commissions on other commodities 
are far greater and there is none on 
which the handling charge is smaller 
and on which the market is more ac- 
tive and liquid. 

Exchange System Efficient 

A seller of grain in California today 
belongs to a recognized exchange, can 
wire a member of our Milwaukee ex- 
change whom he has never seen or 
heard of before, a bid on 100,000 bush- 
els of grain and if the price is satis- 
factory the member at Milwaukee will 
sell it to him. Both men are confident 
of each other carrying out his end of 
the deal just because for over 100 years 
the grain exchanges of this country 
have worked out a system of distribu- 
tion that is surpassed by none. The 
farm board, following the instructions 
ef the agricultural marketing act, tried 
to make the farmer believe that he was 
losing a lot of money in the distribu- 
tion of his grain. The Farmers Na- 
tional Grain’ Corp., the first child of 
the farm board, is nothing but a com- 
mission merchant and a merchandiser, 
charging country shippers the same 
commission as independent merchants. 

The clauses of the marketing act, 
namely, to encourage the producer 
owned and controlled organization and 
to aid in preventing surpluses are the 
only two that the farm board had any 
reason to follow. And the farm board 
would not be necessary for either one 
of these. 

The old saying that “what is every- 
body’s business is nobody’s business,” 
is the general rule. The dealer who 
has his own money invested in the busi- 
ness, who has his customers to please 
and who must buy his products as 
cheaply as possible to be able to sell 
them reasonably to the farmer is hard 
to improve upon. However, the grain 
exchanges have never opposed farmers 
organizing cooperatively so long as 
they are not government financed or 
subsidized, as private capital cannot 
compete with its government. 

Must Liquidate Holdings 

As for aiding in preventing surpluses, 
we have the secretary of agriculture, 
county agents and the United States 
department of agriculture. They could 
easily handle this problem without the 
farm board which is costing millions 
of dollars additional. The department 
of agriculture could have agents 
throughout the world reporting on crop 
conditions and demand in foreign coun- 
tries. They would then be able by 
the time of planting to give the farmers 
of this country an intelligent chart 
showing just how to regulate their pro- 
duction in accordance with the world 
supply and demand. 

With most of the terminal elevators 

(Contienud on Page Thirty-five) 


Fight Open Formula 
In California 


The California Hay, Grain and Feed 
Dealers association is battling an open 
formula bill which has been introduced 
in the state legislature. The measure 
is opposed on ‘the grounds that the 
present state feed inspection system is 
adequate for this work and is doing the 
task in an excellent manner. 

The open formula bill as proposed 
would transfer enforcement to the de- 
partment of agriculture and would re- 
quire a statement on each sack of feed 


showing percentages of each specific in- - 


gredient used. 

“Our members agree,” the association 
reports, “with the federal trade com- 
mission in its expressed opinion against 
requiring manufacturers to divulge their 
secret formulas; namely, that (1) it sets 
up a double standard which cannot be 
met by manufacturers, (2) it would in- 
crease the price of feeds to the con- 
sumer, (3) it would be placing the pen- 
alty on an honest feed manufacturer, 
(4) it could not be enforced.” 


V. R. COMBS has established his 
own business, handling feed and grain, 
with offices in the Produce Exchange 
building, Kansas City, Mo. He also 
operates a plant and warehouse in the 
same city. Mr. Combs was formerly 
vice president of the Arcady Farms 
Milling Co. at Kansas City and until 
recently was president of Vitality Mills, 
Inc., Chicago. 


W. N. KNAUF, Knauf & Tesch Co., 
Chilton, Wis., treasurer of the Central 
Retail Feed association, recently under- 
went an operation for the removal of 
his tonsils. 


J. M. HANNA, Knightstown, Ind., 
has purchased the O. C. Shirley eleva- 
tor and changed the firm name to 
Knightstown Grain Co. 


Meat Scraps Price Chart 
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Meat Scraps, 50 per cent protein. All prices are in dollars per ton, new 100 lb. sacks,. 


carlots, Chicago-Milwaukee rate basis. 
month. 


Each square, from left to right, represents one 
Each square, from top to bottom, represents a price differential of $5.00 


per 


ton. Chart prepared by The Feed Bag. Quotations furnished by Darling and Co., Chicago. 


JOHN R. STUART, manager of the 
Reliance Feed Co., Minneapolis, has re- 
turned from a trip to Hartford City, 
Ind., where he attended the 50th wed- 
ding anniversary of his parents. 


BROOK MANUFACTURING CO., 
Brook, Ind., has been incorporated with 
a capital stock of $50,000 by Frank Du- 
zenbery, J. B. Lyons, Jr., and Lafe 
Goldman. Stock feeds will be manufac- 
tured. 


STUTZ SERVICE CO., Alton, IIl., 
has been incorporated by Jewell, Fred 
and William Stutz, to buy and sell 
fuel, flour and feed. 


Further Postponement Granted 
In Grain Rate Case 


EVISED shipping rates ordered 

by the interstate commerce com- 

mission in its decision of the 
western grain case, will go into effect 
on June 1 instead of April 1 as last 
ruled. This is the third time the ef- 
fective date has been postponed. 


The last suspension was granted on 
petition of the railroads which main- 
tained that it was physically impossible 
to put the new rate schedule into opera- 
tion by April 1. 

Meantime, the feed industry and the 
railroads are continuing their efforts to 
obtain a rehearing and reconsideration 
of the western grain case The rail- 
road interests are planning to take the 
case into court and to file an injunction. 


The commission, it is reported, is 
working on a supplemental order to 


clarify and interpret the original order 
which was somewhat indefinite in some 
of its provisions. Members of the feed 
industry anticipate that it will. contain 
some modification of the rulings with 
regard to feed transit rules and other 
aspects of interest to the trade. 

It was learned recently from Wash- 
ington sources that Arthur Mackley 
and George Hall, members of the com- 
mission, who conferred with the feed 
industry in a series of meetings several 
months ago, were drafting the supple- 
mental order and were planning to sub- 
mit it to Commissioner Balthasar H. 
Meyer for approval. If his sanction is 
gained the order will be placed before 
the entire commission. When definite 
action will be taken it 1s not known, 
however. The commission’s regular 
conference date was set for April 6. 
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W. D. WALKER, vice president of 
the Arcady Farm Milling Co., Chicago, 
has announced that R. F. Bartle and J. 
M. Huddleston, have recently joined the 
Arcady sales organization. Mr. Bartle 
will represent Arcady in northern New 
York, making his headquarters at Utica. 
He represented the Ladish Milling Co. 
for many years and more recently was 
with the Ladish sales division of Vital- 
ity Mills. Mr. Huddelston was former- 
ly with the Arcady organization at Kan- 
sas City for 9 years. The past few 
months, however, he was with Vitality 
Mills, and returning to Arcady, will rep- 
resent the firm in Kentucky, working 
out of Chicago. 


W. A. STANNARD, Albany, N. Y., 
secretary of the Eastern Federation of 
Feed Merchants, has been confined to 
his bed for several days with a slight 
attack of pneumonia. He is on the 
road to recovery, however, and expects 
to be back on the job at top speed soon. 


INTERNATIONAL Sugar Feed Co., 
Minneapolis, has opened two feed stores 
in Iowa at Bloomfield and at Ottumwa. 
Everett Battin has been appointed man- 
ager of the Bloomfield store and Fred 
Shriner of the Ottumwa store. 


LIPSCOMB GRAIN & Seed Co., 
Springfield, Mo., has purchased the 
plant and equipment of the Middle 
States Milling Co., which it will oper- 
ate in connection with its own plant. 


JENNINGS FEED STORE, Tor- 
rington, Conn., has been incorporated 
with a capital stock of $50,000 by A. 
M. Wesley and M. W. and B. Jennings. 
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IS 


PROFIT .....7 


Your customers’ success is your 
profit. An oyster shell which 
will help your customers to get 
extra eggs and better profits, is 
an oyster shell that will make 
friends for your store... 
profits for you. 


There are many grades of 
oyster shell. Any one of them 
can be sold ence. You can sell 
a cheap shell, and make a good 
profit. But cheap shell contain- 
ing dirt and animal matter can- 
not bring repeat business, and 
will surely lose customers for 
your store. 


Reef Brand gives you a good 

profit. Your customers get a 

clean, odorless, pure oyster 

* shell with a record of results no 


VY SP 2 other oyster shell can approach. 
+ 2 


For reputation, and steady 
© profit, sell Reef Brand, the 
_ Reef Brand 
“Eggshellers” Shell used by Champion Layers. 
Stations WLS, 
KMOX, KFH, 
WIBW—Tune Write for special dealer 


proposition. 


PURE CRUSHED 


OYSTER SHELL 


GULF CRUSHING CO., New Orleans, U.S.A. 


Inexpensive Ingredients 


For Mixers 


| Poultry Wheat a Specialty 


Barley—All Grades 
Corn—Oats-—- Mill Oats 
Barley Needles 
Ground Screenings 
Ground Oats 

Ground Barley 


GROUND SCREENINGS 
with MOLASSES 


Fish Meal 
Mineral Mixtures 


N. W. Distributors Squibbs 
Grade A Poultry Cod 
Liver Oil U. S. P. 


TUHR-SEIDL CO. 


Chamber of Commerce..... Minneapolis 


Deutsch & Sickert 
Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 
40% Protein 


Straight and Mixed Cars 


DISTRIBUTORS 


PILOT BRAND and PURITAN BRAND 
Genuine Oyster Shells 
Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


| Marquette 3140-3141 
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Analyzes Cost of Feed 
Delivery by Truck 


Albert Mellinger & Son, Akron, Pa., 
have discovered that the cost of deliver- 
ing feed by truck adds a heavy burden 
to business overhead. A careful analy- 
sis of the cost of their own deliveries 
resulted in the following conclusions: 

1. It costs 40 cents per mile to oper- 
ate a 2-ton truck. This figure includes all 
of the items that are chargeable, includ- 
ing depreciation, fuel, repairs, upkeep, 
insurance. If the average delivery round 
trip is only five miles and the load 
averages three tons, the cost per ton 
is $.66%. As the load is increased the 
per ton cost is reduced. 

2. Another truck of 114-ton capacity 
and which was purchased at much low- 
er cost showed a per mileage cost of 
25 cents. The cost per ton was ap- 
proximately the same, as the size of 
the load was substantially less. 

3. A delivery charge of five cents 
should be made on every bag sent out 
and a proportionately larger charge 
should be made for long hauls. 


S. A. Pederson to Buy 
Feeds for A & P 


S. A. Pederson, formerly sales man- 
ager of the J. J. Badenoch Co., Chi- 
cago, which was recently acquired by 
Vitality, Mills, Inc., of that city, is now 
associated with Frank M. Tully, flour 
and feed buyer 
for the Great 
Atlantic & Pa- 


cific Tea Co. 
stores. 
Mr.  Peder- 


son will have 
charge of the 
feed depart- 
ment and will 
be located at 
504. Hodgson 
building, Min- 
neapolis. His 
experi- 
ence comprises 
18 years in the 
commer- 
cial mixed feed 
industry. Prior 
to his six years of service with 
the J. J. Badenoch Co., Mr. Pederson 
was associated with the Arcady Farms 
Milling Co., Chicago. At one time he 
operated a mill of his own at La Porte, 
Ind. Mr. Pederson’s many friends in 
the feed trade wish him success in his 
new position. 


S. A. Pederson 


KASCO POULTRY BOOK 

Kasco Mills, Inc., Waverly, N. Y., 
has just issued an attractive, practical 
booklet on poultry feeding and manage- 
ment. It contains information about 
breeding, culling, housing, care, and san- 
itation and a detailed feeding plan for 
successful poultry raising and egg pro- 
duction. Copies may be obtained free 
by writing Kasco Mills, Inc., at Waver- 
ly, N. Y., or Toledo, Ohio. 


Announce New Stearns 
A. C. Separator 


A new type Stearns magnetic sep- 
arator, which operates on alternating 
current and can be immediately con- 
nected by plugging it into the socket, 
is announced by the Magnetic Manufat- 
turing Co., Milwaukee, Wis. 

Heretofore, all magnetic separators 
which were installed in spout or feed 
table to remove tramp iron automatical- 
ly before it reached the milling machin- 
ery, required generator sets which 
would convert alternating into direct 
current. This involved additional ex- 
penditure for most dealers who obtained 
their power from alternating current. 
Considerable installation difficulties 
were also encountered. 

With the new Stearns Type B Sepa- 
rator, these disadvantages have been 
overcome by a simple rectifier unit 
which eliminates generators and utilizes 
A. C. directly for operation of the unit. 

The new separator is especially suited 
for grinders, pulverizers, attrition or 
hammer mills and other milling machin- 
ery which must be protected against 
tramp iron. The improvement was per- 
fected after considerable study and tests. 


INSTALL NEW MIXERS 

New mixers have recently been in- 
stalled by the following dealers, accord- 
ing to reports of the Grain Machinery 
Co., Marion, Ohio: 

C. C. Serfey, Clarion, Pa.; A. B. Mar- 
tin, La Fontaine, Ind.; Worthington 
Seed Co., Worthington, Minn.; South 
Vineland Feed & Coal Co., Millville, 
N. J.; The Prichard Co., Frostburg, 
Md.; John Meyers, Rothbury, Mich.; 
The Strout Co., Steep Falls, Me.; Bailey 
Brothers Co., East Poland, Me.; C. W. 
Ruggenberg, Ladora, Ia.; St. Cloud 
Hatcheries, St. Cloud, Minn.; D. W. 
Campsey, Claysville, Pa.; M. H. Matti- 
son, West Union, IIl.; The Lisbon Mill- 
ing Co., Lisbon, Ohio; H. D. Brum- 
baugh, Martinsburg, Pa.; Farmers Co- 
operative Co., Hoagland, Ind., and H. 
A. McIntosh, Villisca, Ia. 


A. D. HOFFMAN, Neenah, Wis., has 
been appointed Eastern Wisconsin rep- 
resentative for Nutrena Feed Mills, 
Inc., Minneapolis. 
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Drouth Loans Available 
From Government 


The national drouth relief committee 
is distributing loans for spring planting 
to farmers as rapidly as possible from 
the $45,000,000 appropriated by the gov- 
ernment for this purpose, according to 
Dr. C. W. Warburton, secretary. These 
funds were set aside particularly for 
farmers whose crops were seriously 
damaged by dry weather or storms last 
year and whose local credit facilities 
are exhausted. 

Each county in which seed 
loans are available has a committee 
which will give information on how 
to obtain a loan. Extension agents are 
also provided with application blanks 
and will assist the farmers in answer- 
ing the necessary questions and filing 
their request. Applications approved 
by the county committee are forwarded 
to one of the five regional offices lo- 
cated at Washington, D. C.; St. Louis, 
Mo.; Memphis, Tenn.; Fort Worth, 
Tex., and Grand Forks, N. D. Leaf- 
lets describing how to get a loan may 
be obtained from the department of ag- 
riculture, Washington, D. C., from the 
nearest regional office or from the local 
committees. 

Authorization was recently given by 
congrtss for loaning money out of the 
$45,000,000 to farmers for the purpose 
of purchasing feed for livestock to be 
used as food for the family. Announce- 
ment of the granting of loans for the 
purchasing of feeds for dairy herds and 
other livestock in excess of that re- 
quired for food production for the fam- 
ily is expected to be made soon, accord- 
ing to Dr. Warburton. These loans 
will be under different conditions than 
those intended for corn planting. 


Help Customers Solve 
Poultry Problems 


(Continued from Page Nine) 


have been the direct cause. All the 
nests should be kept in the dark and the 
egg-eating birds isolated or killed if 
necessary. 

Overcrowding of the birds in the 
brooder or laying house is said to be 
responsible for feather eating. Lice or 
mites might aggravate the trouble while 
an insufficient amount of protein in the 
ration is a possible cause. 

The birds should be examined care- 
fully for lice or mites and overcrowd- 
ing should be avoided by getting the 
birds outdoors as soon as possible and 
previding plenty of exercise. 

The study of a book on the subject 
of poultry ills coupled with the visiting 
of a few flocks with a competent author- 
ity will give one a knowledge which 
will be useful at all times. 


CARL MEISTER, Chatsworth, III, 
recently organized the Chatsworth Feed 
Mill, which will operate a grinding de- 
partment as well as handle a complete 
line of feeds. 
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FARMERS ELEVATOR CO., Fair- 
mont, Minn., has been incorporated with 
a capital stock of $50,000 by C. W., J. 
C. and G. C. Musser. 


S. O. JOHNSON, Westby, Wis., re- 
signed his position as manager of the 
Westby Coop. Exchange and with Os- 
cag Berger, has organized a new firm 
iy deal in feed, flour and fertilizer. A 
*arehouse which will soon be open for 
business, is being built. 


DEWINE & HAMMA, Yellow 
Springs, Ohio, have remodeled a build- 
ing which they will use as a feed store. 


C. W. WOOD, Ashtabula, Ohio, is 
installing a molasses mixer in his feed 
mill. 


G. A. KENT, Farmers Flevator & 
Feed Co., Indianola, Ia., has patented a 
process for coating cottonseed cake used 
in preparing concentrated feeds and 
plans to open'a plant in Amarillo, Tex. 


FARMERS WHOLESALE CoO., St. 
Clair, Minn., has purchased the flour 
and feed business of the Commander 
Elevator Co. of that city. 


FARMERS UNION TERMINAL 
association, St. Paul, has purchased the 
plant and feed business of the Interna- 
tional Stock Food Co., Minneapolis. 


Cc. T. BENSON, Peterson, Minn., has 
purchased the Peterson feed mill for- 
merly owned and operated by Edgar 
Westby. 


WE 


The Haines Ribbon Feeder 


Remarkable performance with 
surprising simplicity. 


Eliminating 12 working parts to- 
gether with their lubrication and 
upkeep yet providing faster and 
more efficient feeding than ever 
before. 


Quiet in operation—never re- 
quiring adjustment or atten- 
tion—yet providing lifetime ser- 
vice because there is nothing to 
wear out. 


Offered as an exclusive Haines 
feature at no increase in cost 
to you. 


Haines Feed Mixers are built in 


capacities of 40, 80 and 160 
bushels. 


Furnished with charging hopper 
above or below floor level. 


Equipped with clutch pulley for 
belt drive or with electric motor 
for independent operation. 


WELCOME 
YOU 


Your comfort and enjoyment will be 
the sole care of a staff schooled in 
convention needs, when you come to 
French Lick for the convention of the 
American Feed Manufacturers. From 
the time of your arrival on June 4th 
until you leave on the 6th, we'll spare 
no effort to make this your best con- 
vention. 


Everything is so compact here—accommoda- 
tions, auditoriums, conference rooms — that 
there'll be no time wasted between meetings. 
You'll have that time to enjoy the pleasures 
that have made French Lick America’s favor- 
ite resort. 


All kinds of outdoor and indoor sports— 
music at night—and the healthful, natural 
waters of sparkling Pluto Spring! It will be 
a convention you'll be glad you didn’t miss. 


Easily accessible by rail or motor. 


Write for Builetin 22F 


FRENCH LICK SPRINGS 


HOTEL COMPANY 


T. D. Taggart, Pres. 
H. J. Fawcett, Mar. 


French Lick, Indiana 


“‘“Home of Pluto Water" 


The Grain Machinery Co. 
MARION, OHIO 


Page Thirty-four THE FEED BAG—APRIL, 1931 


Now 
The Biggest 
Improvement 
in the History 
of Feed Mixing 
| Ribbon Feeder 
pATENTEO AND paATENTS APPLIED FOR 
quipment 
on all 4 
HAINES 
FEED MIXERS 


Improved Car Puller 


Is Announced 


Improvements in the Weller Capstan 
car puller have been announced by the 


Webster and Weller Manufacturing 
Co’s., Chicago. The car puller is built 
in three sizes to handle from one to 
six 80-ton cars. It is electrically oper- 
ated, self-contained, weather proof and 
designed to pull loads at any angle. A 
bulletin containing complete information 
cn the product may be obtained by 
writing direct to the company at 1856 
N. Kostner avenue, Chicago. 


World Market Ruined 
By Farm Board 


(Continued from Page Thirty) 


in the country full of farm board wheat 
and other grains, the marketing of the 
1931 crop will be a very serious matter 
for lack of elevator room unless the 
farm board takes immediate steps to 
liquidate their holdings. What is the 
farm board going to do with the 200,- 
000,000 bushels of wheat they expect 
to own by July 1? Wheat can never 
go up in this country until the farm 
board gets rid of its present stock un- 
less we have a crop failure. If it is 
dumped, the deluge will ruin the world 
market. It must be liquidated careful- 
ly. A group of the best minds in the 
grain business should be consulted by 
the farm board to wisely liquidate their 
present holdings. 


Sell It to Red Cross 


My solution would be to sell it to the 
Red Cross at a reduced price or to 
some foreign country which is not al- 
ready a buyer of our wheat and give 
them 30 or 50 years time to pay for 
it. That would be better than losing 
the $500,000,000 entirely. 

We believe and hope that James C. 
Stone, the new chairman of the farm 
board, has learned a lesson from his 
predecessor and will discontinue any 
further stabilization, will take the gov- 
ernment out of the grain business in 
competition with its private citizens 
with money obtained from its private 
citizens by taxes, and devote its efforts 
to advising the farmers intelligently, on 
getting world statistics concerning the 
best commodities to raise and in the 
amount that will more fairly meet a 
domestic demand and make for better 
prices. 


Dealers Gird for War 
On Portable Mills 


(Continued from Page Fourteen) 


“We have lost many of our grinding 
customers, but those who have availed 
themselves of our facilities for mixing 
balanced rations are not among those 
who are patronizing the portable mills. 
To make up for the loss of business we 
are endeavoring, by more systematic 
advertising, to increase our sale of feed.” 

Other methods of combatting the 
portable as advocated by dealers in let- 
ters to The Feed Bag include, (1) de- 
manding legislation that will tax the 
portables heavily, (2) requesting insur- 
ance companies which cover farms to 
raise their rates because of the dan- 
gers of fire incurred from portable mill 
operation, (3) acquainting the farmer 
with the fact that because portables 
cannot be equipped with’ magnetic sep- 
arators which prevent metal from en- 
tering the mill they are a menace to 
his life and property, (4) obtaining of 
reduced rates from power companies to 
enable the dealer to grind at lower 
prices. 

It is generally agreed that combined 
effort is necessary to solve the problem. 
Several districts are forming organiza- 
tions to plan methods of combatting 
the portables on a cooperative basis. 
The retail feed industry has accepted 
the challenge of portable mill competi- 
tion, and it is evident that these “fresh 
air taxicab grinders,” as one dealer 
dubbed them, will find plenty of stone 
wall opposition on every hand. 


Opsal Is New Manager 
Of Brokerage Co. 


Oscar C. Opsal, one of the best 
known traders in the feed industry sev- 
eral years ago, has become associated 
in the feed business as manager of the 
Great Lakes Brok- 
erage Co., Old Col- 
ony building, Chi- 
cago. 


Mr. Opsal has 
been out of the 
feed business for 
several years but 


formerly was con- 
nected with H. 
Wehmann & Coa,, 
Minneapo- 
lis, in charge of 
the buying and dis- 
tribution of all va- 
rieties of millfeeds and feed ingredients 
throughout the United States. He also 
was co-buyer of raw materials for the 
International Sugar Feed Co., of Min- 
neapolis, Minn., and Memphis, Tenn. 

Through the Great Lakes Brokerage 
Co., Mr. Opsal now plans to resume 
trading in all varieties of feed. 


Oscar C. Opsal 


SWAYZE FLOUR & FEED CO. 
has awarded a contract for a large ad- 
dition to its warehouse and offices in 
Welland, Ont. 
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Attend Your Convention 


April 22 and 23 


Western Grain & Feed Dealers Associa- 
tion, Hotel Kirkwood, Des Moines, Ia. 


April 24 and 25 


California Hay, Grain & Feed Dealers 
Association, San Francisco. 


May 12 and 13 


Illinois Grain Dealers Association, Jeffer- 
son Hotel, Peoria, 


June 1 and 2 


Central Retail Feed Association, 
waukee, Wis. 


June 4 to 6 


American Feed Manufacturers Associa- 
es — Lick Springs Hotel, French 
Ind. 


June 17 and 18 


Ohio Grain, Mill & Feed Dealers Asso- 
ciation, Cleveland Hotel, Cleveland. 


Jute 23 and 24 
ew York Hay & Grain and National 
Hay Association, Buffalo, N. Y. 


October 12 to 14 
Grain & Feed Dealers National Associa- 
tion, Rice Hotel, Houston, Tex. 


OHIO DATES CHANGED 


Convention dates of the Ohio Grain, 
Mill & Feed Dealers association have 
been changed from June 16 and 17 to 
June 17 and 18. Headquarters will be 
at the Cleveland hotel, Cleveland. W. 
W. Cummings, secretary, is busy pre- 
paring the program, which will include 
talks and discussions of practical value 
to every branch of the industry. Many 
entertainment features will also be pro- 
vided. 


Mil- 


IOWA DEALERS TO MEET 


Plans are completed for the annual 
convention of the Western Grain and 
Feed Dealers association which will be 
held at the Hotel Kirkwood, Des 
Moines, Ia., April 22 and 23. D. O. 
Milligan, secretary, extends a cordial in- 
vitation to dealers to attend and assures 
all that an excellent program will be 
presented. It is planned to make the 
sessions suitable for both grain and feed 
men, rather than having separate fea- 
tures. 


CALIFORNIA MEETING 


The California Hay, Grain and Feed 
Dealers association is completing pre- 
parations for ity annual convention 
which will be held in the Gold room of 
the San Francisco Commercial club, 
April 24 and 25. L. J. Stromnes, sec- 
retary, is directing arrangements for the 
meeting. A cordjal invitation is ex- 
tended to all dealers. 


ARGENTINE BRAN 


In an effort to discover dealers’ at- 
titudes toward Argentine bran an east- 
ern mill recently sent a questionnaire to 
its customers. Some of those ques- 
tioned reported that the product was 
satisfactory while others complained of 
lack of quality and deficiency in weight. 
The Feed Bag is anxious to learn of 
the experiences of its readers with Ar- 
gentine bran and will gladly welcome 
letters on the subject. 
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A Fast Selling 
Chick Starter Mash 


Here is a chick ration 
which has been widely adver- 
tised for many years—which 
gives perfect satisfaction 
or the purchase price is 
returned and which is so 
} lowin price this year that 
‘™ thousands of new users 
%will be added to the big 
Sterling family. 


NORTHRUP, KING & CO.’S 


STERLING STARTER MasuH 


With Dried Buttermilk, Cod Liver Oil 
And All The Necessary Proteins 


Write for sample and price 
Northrup, King & Co., Feeds and Seeds 


Minneapolis, Minnesota 


A sure way to 
| greater profit 


Quality feeds mean repeat business. 
Repeat business means greater profit 
through elimination of sales costs. 


The quality of Occident Feeds has been 
maintained for half a century on a 
par with Occident Flour. Milled from 
high protein wheat that has been 
washed and scoured (with all screen- 
ings eliminated) the maximum_ food 
value is found in Occident Feeds. 
Your trade will be quick to appreciate 
this quality and it will develop repeat 
business for you. 


FEESS 


Occident Hard Wheat Bran 

Occident Hard Wheat Mixed Feed 
Alta Hard Wheat Middlings 
Occident Hard Wheat Standard Mid- 


dlings. 
Goalans Hard Wheat Flour Middlings 


RUSSELL-MILLER MILLING Co. 
GENERAL OFFICES 


MINNBAPOLIS MINNESOTA 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 


. Queen in 
— WHEAT straight or 
MIXED FEED 


~Wheat Low Grade Flour, Red Dog. 4 mixed cars 

ST. PAUL, MINN. _— rokee Pure 

Bran and 


Cherokee 
Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


R. L. HERRICK M. H. HERRICK 


100% FOR 
THE DEALERS 


HERRICK 
FEED 
CO. 


Phones 


135 
118 118 


HARVARD ILLINOIS 


WHOLESALE 
GRAIN & FEED SHIPPERS 


Phones 
135 


R. L. HERRICK, Jr. J. M. HERRICK 
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Letters from Our Readers 


Yow’re Right, Mr. Werthan 


We believe that by running a half 
page advertisement in your publication 
each month for a year we might be able 
to obtain some beneficial results in the 
way of business in your territory. 

Will you kindly advise us regarding 
rates, thereby greatly obliging? 

ALBERT WERTHAN 
Werthan Bag Corp. 
Nashville, Tenn. 

* * * 


Bustletown Speaks 


The writer has just received the 
March copy of The Feed Bag and must 
say it is a humdinger. It is one of the 
best you have gotten out in some time, 
and the information therein is valuable 
to everyone that will take the time to 
read it. 

There is one little story particularly 
that we want to compliment you on 
especially and that is the one edited by 
Mr. Emil Blacky, on page 24. This 
article is right to the point and carries 
a wonderful moral “As you think, so is 
Business”. 

We would like to pass this article 
on to around 500 of our dealers in the 
states of Texas and Louisiana, and were 
just wondering if it would be possible 
for you to furnish us with 500 reprints 
of this particular story. Kindly advise 
us at once what the cost would be and 
when we could get delivery. 

Again we compliment you on the 
March issue and look forward to re- 
ceiving the April number. 

CHAS. T. WILLHOITE 
Universal Mills 
Fort. Worth, Texas 

* * 


Orders 7,500 Reprints 


We wired you this morning, asking 
whether you could furnish us with 7,500 
reprints of your article “Show Feeders 
How to Get Results and They'll All 
Buy,” appearing in the current issue of 
The Feed Bag. 

We would like to have this reprint 
headed as follows: “This is a reprint 
of an article by David K. Steenbergh, 
editor of The Feed Bag, which appeared 
in the March issue of this publication. 
We know you will be interested in read- 
ing it. There is food for thought in 
this article for everyone who comes in 
contact with the consumer of feed 


stuffs.” 
E. M. HOFFECKER 
John W. Eshelman & Sons 
Lancaster, Pa. 
* * * 


Merchandising Value 


Enclosed find my check for 1931 sub- 
scription. 

I enjoy reading your magazine very 
much and you certainly have been very 
fortunate in getting good merchandisers 
to give their ideas to your magazine. 
These certainly should be very helpful 
to anybody in the feed business that 
are anxious to follow the new trend 
in merchandising. 

Without a doubt the merchandising 
of all products is going through a great 


change and my opinion is that the man 
who hopes to succeed in the feed busi- 
ness is the fellow who is looking for 
information and trying to find new ways 
of merchandising. There is no doubt 
but that the man who has changed his 
ways of merchandising and his cash and 
credit system in the past two years is 
the man that has not noticed the de- 
pression quite as badly as the man who 
has followed in the same old rut. 

P. TURNER 

Allied Mills, Inc. 


Harrisburg, Pa. 
* 


Don Likes Charts 


Very much appreciate your having 
sent me a copy of your price chart on 
feeds. It is indeed most interesting, es- 
pecially this year, and to note the price 
range for the five year’ average. 

What would be the price on half a 
dozen of these charts? 

D. G. LOWELL 
Washburn Crosby Co., Inc. 
Minneapolis, Minn. 

* * * 


Wants Extra Copy 


I just showed Mr. Eastman The Feed 
Bag price chart that came in the last 
issue of The Feed Bag and he asked 
me if I could also get a copy for him. 

Can you send me an extra copy of 
these charts? They are the best thing 
we have seen in a long time. 


HUNTER GOODRICH 
William O. Goodrich Co. 
Milwaukee, Wis. 
* * * 
West Virginia 
I have been spending several weeks 
in the East and believe things are just 
a little better in West Virginia. This 
being in the drought territory, farmers 
here are eligible for loans under the 
recently enacted relief act and some of 
this loan money is beginning to circu- 
late. The feed and seed dealer is, nat- 
urally, a recipient of some of this. 
JACK WALSH 
Vitality Mills, Inc. 
Chicago, IIl 
(From Parkersburg, W. Va.) 
* * 


It’s Dead Now 


I want to avail myself of this oppor- 
tunity of congratulating you on your 
fight against the open formula labeling 
bill. If that thing ever became a law, 
it would mean the ruination of feed 
manufacturers in your state. 


M. L. BARBEAU 

S. Howes Co., Inc. 

Silver Creek, N. Y. 
* * * 


Commends the Feed Bag 


The Feed Bag is surely entitled to 
the hearty support, in every way, from 
all established feed dealers and grist 
mill operators in Wisconsin and Minne- 
sota for the stand you have taken in 
refusing advertisements of portable 
feed mills. The writer sincerely hopes 
that the revenue you will lose, by tak- 
ing the stand you have, will be more 
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than reimbursed by the dealers con- 
cerned. I am bringing this item to the 
attention of all feed dealers in which 
I come in contact and also manufac- 
turers from whom I purchase feeds. 
More power to you. 

S. E. ST. JOHN 

Red Front Flour & Feed Co. 

Eau Claire, Wis. 


Compliment from Munson 


We have read with a great deal of 
interest the article on portable feed 
mills on page 17 of your March issue. 

Personally, we think you are on the 
right track as we have felt for some 
time that these portable feed mills do 
not offer the farmer as much of a serv- 
ice as might appear from casual obser- 
vation. 

There is no question but that these 
portable mills are disrupting the feed 
trade at the present time and the sooner 
the organized feed trade is helped to 
be rid of this nuisance the better for 
all concerned. 

We feel that you are doing a distinct 
service and wish you all the success in 
the world. i 

R. A. LASHER 
Munson Mill Machinery Co., Inc. 
Utica, N. Y. 


* * 


About the Portables 


It certainly was a pleasure to pick up 
this month’s issue of The Feed Bag and 
read your article on your stand regard- 
ing the giving of advertising space to 
concerns that are manufacturing a port- 


‘ able type of hammer mill. This may 


work out fairly satisfactory in some sec- 
tions of the country, but it is my per- 
sonal opinion that it is a fadj that will 
not last many: years, but in the mean- 
time have added to the woes of already 
burdened feed merchants. 

Of course, some of these equipments 
will be bought by mills to hold their 
trade, but the majority of them will be 
purchased by individuals who will be in 
direct competition with a miller. In 
order to secure the volume of grinding 
he will grind cheaper than the miller, 
and as he has an investment of from 
$2,000.00 to $3,000.00 in truck and 
grinder the depreciation is going to be 
considerable and is not going to do the 
grinding machinery much good to have 
it transported from place to place over 
rough roads, as the majority will be 
obliged to drive over. 

Another thing that they will have to 
contend with is the fact that the ma- 
jority of farmers will mix their ground 
product with concentrates to make a 
balanced ration. This cannot be ac- 
complished unless they haul this ma- 
terial into the mill for that purpose or 
unless they buy the other ingredients, 
and mix this material on their barn 
floor by hand. 

I think your idea is a good one and 
I have asked some of the other feed 
journals what their ideas are on this 


matter. 
H. N. VREDENBURG 
Sprout, Waldron & Co. 
Muncy, Pa. 


HEISE BROS., Orleans, Ind., have 
opened a branch store at Oolitic, Ind., 
where they will conduct a wholesale 
and retail flour and feed business. 


Page Thirty-seven 


7 
‘ 


BLUE 
BLUE 
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BLUE 


Old Man 
Winter 


is here 


Don’t wait until he forces the 
price of Dairy, Poultry and 
Hog Feeds higher. 
Buy now at the lowest prices in 
years in straight or mixed cars. 


LUE RIBBON 1614% Sweet 
Dairy Ration 

LUE BELL 20% Dairy Ration 

LUE BELL 32% Dairy Ration 

LUE BELL Pig and Hog Meal 

LUE BELL Laying Mash 


MADE BY 


Brooks Milling 
Company 
Minneapolis, Minnesota 


ELL Scratch Feed 
ELL Growing Mash 
ELL Developing Feed 
ELL Chick Starter 
ELL Chick Feed 


Western 


Alfalfa Meal 


for 


Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Pierce Bldg. 
St. Louis, Mo. 


noe of it~ its healthful 


Dependable 


WILLIAM DICKEY, 65 years of 
age, veteran executive of the Galbraith 
Milling Co., Mt. Morris, N. Y., died 
suddenly in his home there on March 
11. He retired from active business 
when the corporation suspended opera- 
tions several years ago. ~ 


G. A. PERSCHKA, for many years 
a feed dealer in the Shenango valley 
in Pennsylvania, and a_ well-known 
sportsman of that region, has been ap- 
pointed game warden in Mercer coun- 
ty. He will make his headquarters in 
Mercer, Pa. 


FRANK DOUGLAS, Chippewa 
Falls, Wis., has leased his warehouse to 
the O. & N. Lumber Co. 


LEWIS & DRAKE, INC., Lebanon, 
Ohio, are constructing a modern ware- 
house for storing feed, seeds and fer- 
tilizer. The business is managed by 
Alfred C. Brant and A. H. Turner, 
who plan to change the firm’s name to 
Brant & Turner in the near future. 


E. M. KERLIN, Sullivan, Ind., 
opened the City Feed store, March 20, 
which he will operate in connection 
with his elevator. A full line of feeds, 
grain and flour will be handled. 


MILLER FEED CO., Defiance, 
Ohio, has been incorporated by G. L. 
and M. L. Miller and Arthur F. and 
Edward S. Diehl, to buy and sell grain, 
feeds and seeds. 


The Gruendler Combination with hopper 
and forced feed table does the entire job. 

Whether you wish to grind free flowing 
grains or any kind of roughage, this combination is all you need. Con- 
structed in such a way that either unit can be run separately and is so 
sturdily built that it will give an ordinary lifetime of service. If you are 
not now, you soon will be making sweet feeds. This is just the grinder 
you will need for your preliminary grinding and mixing. You no longer 
need two or more grinders, this combination does it all. 


The greatest development in a feed grinder to meet all requirements. 


Write for illustrated literature 


Gruendler Crusher & Pulverizer Co. 


ST. LOUIS, MISSOURI 


Have One 
Machine 

Do It 
All 


Dept: C 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


SMALL GRAINS 


in greater volume will be ground into Feed this year than ever before. 
Millers that operate DIAMOND MILLS will grind a large portion of 
this grain efficiently and economically. The grinding season is here. 
We have a Diamond Mill to fit your needs. 


Diamond Huller Co., Winona, Minn. 
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Bargain Seeds Are Found 
To Be Full of Weeds 


More than 5,000 weed seeds per pound 
in so called “bargain seeds” purchased 
by Michigan farmers from outside mail 
order houses were found in samples in- 
spected by the state college farm crops 
department, East Lansing, under the 
direction of Prof. Howard Rather. 

“Not one lot of the seeds analyzed,” 
reported Professor Rather, “is fit for 
planting and at least one contains so 
much noxious weed seed that it would 
be condemned under the Michigan law 
if offered for sale by a dealer in the 
state. Some of these “seed bargains” 
contain more than; 5,000 weed seeds to 
the pound. The most profuse are In- 
dian mustard, Canada and Russian this- 
tle and catchfly. Not only that, but in 
one lot of alfalfa 36 per cent of the 
seed was brown, shriveled and dead.” 

One sample of “bargain” sweet clover 
at $4.50 a bushel was found to contain 
17 varieties of other crop and weed 
seeds, including 144 charlock mustard 
and 9 Indian mustard kernels per 
pound. Planting it at 15 pounds to the 
acre would introduce 2,000 mustard 
seeds per acre to a farm, Professor 
Rather pointed out. 

Farmers were advised to purchase 
their seeds from reliable dealers. Pro- 
fessor Rather assured that these pur- 
chases were the best bargains after all. 


CONSOLIDATED LUMBER CO., 
Markville, Minn., has constructed a feed 
warehouse which it will operate in con- 
nection with its lumber business. C. 
W. Morton is manager. 


JOSEPH MORAVEC,  Necedah, 
Wis., is building an addition to his 
feed mill. 


WESTPHALIA MILLING CO., 
Westphalia, Mich., has installed a feed 
mixer. 


BARNSTABLE FEED & SUPPLY 
Co., operator of 16 retail feed stores in 
central Illinois, has purchased the grain, 
feed and flour stock of Henry J. Nob- 
be, Nokomis, Ill, who plans to tear 
down his old structure and to build a 
new warehouse at Harvel, III. 


EARL PENROSE, Parkers Prairie, 
Minn., has purchased the Farmers 
Equity Elevator. 


MRS. HALPIN DIES 


Mrs. James G. Halpin, wife of Profes- 
sor Halpin, chairman of the poultry de- 
partment, University of Wisconsin col- 
lege of agriculture, and a member of 
the editorial staff of The Feed Bag, 
passed away at her home recently fol- 
lowing an illness of three weeks. The 
sympathy of his many friends in the 
feed industry is extended to Professor 
Halpin. 


E. K. LAMBERTS & SON, Kaw- 
kawlin, Mich., has erected a new ware- 
house and installed 4 hammer mill and 
a magnetic separator, and also a molass- 
es mixer. 


MICHIGAN BEAN CO., Merrill, 
Mich., has just completed extensive re- 
pairs on the Saginaw Milling Co. ele- 
vator which it purchased last fall. 


GEORGE A. PECKENS, Fowler- 
ville, Mich., has installed a feed mill 
in his warehouse. 


BROADLANDS GRAIN & COAL 
Co., Broadlands, IIfl., has purchased the 
grain elevator formerly owned and oper- 
ated by Harry Allen. 


T. O. MILES, Galesburg, IIl., has 
purchased the interest of Edward 
Lundgren in the Consumers Fuel & 
Feed Co. 


SKILES TEST, Castleton, Ind., has 
purchased the Castleton elevator from 
Albert and Fred Steinmeier. 


FARMERS ELEVATOR, Lake Lil- 
lian, Minn., was recently damaged by 
fire with an estimated loss of $18,000. 


DWIGHT CRANDALL, Pecatonica, 
Ill., has purchased the feed mill of A. 
W. Waterstreet. 


L. W. WOMACKS, Tolono, Iil., has 
opened a feed store at Savoy, IIl. 


VisITs to Milwaukee take on 
added pleasure when the Hotel 
Schroeder is your stopping place. 
The city’s newest and finest hotel 
has accommodations and facilities 
carefully planned for your conveni- 
ence... to make your stay a pleas- 
antly remembered event. 


HorTreL SCHROEDER 
MILW AUKEE 


Walter Schroeder, President 
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Coccidiosis 
Control 


NOW POSITIVE WITH 


KASCO 


COCCIDIOSIS 
CONTROL MASH 


The ration which makes 
possible proper feeding 
balance during control 
period. 


Write for free booklet, infor- 
mation and quotation. 


KASCO MILLS, Inc. 


WAVERLY, N. Y. or TOLEDO, O. 


F the advance interest is any indi- 

cation there should be a _ record- 

breaking attendance at the annual 
summer convention of the Eastern Fed- 
eration of Feed Merchants. With ten 
localities bidding for the summer meet- 
ing the executive committee will have 
a difficult time to make the final selec- 
tion. 

At the mid-winter convention held at 
Syracuse a poll of the delegates indi- 
cated a preference for Buffalo. Follow- 
ing the convention the officials were 
deluged with requests from other sec- 
tions. 

“Hold it in the Pocono mountains, 
Pa.,” wrote one member, “and I will 
have 20 dealers from my section pres- 
ent.” As though to out-bid him, a 
member from New Jersey wrote that 
he would “guarantee 20 1ew members 
if you will hold the meeting at Atlan- 
tic City.” 

To settle the matter definitely a bal- 
lot has been sent to every member giv- 
ing him an opportunity to register the 
place of his choice. While the voting 
was originally scheduled to end March 
25, it was extended to April 1 because 
of a delay in mailing all of the ballots. 
Announcement of the winning location 
will be made about April 15. 


Federation Members Selecting 
Site for Summer Meeting 


Buffalo now has a slight lead with 
Lake George and Atlantic City follow- 
ing closely. Cooperstown, Saratoga 
Springs and Pocono Mountains are run- 
ning neck and neck. 

Wherever the convention is held ef- 
forts will be made to arrange the most 
cutstanding program in the history of 
the organization. Much time will be al- 
lotted to discussion and the speakers 
will be retail dealers who have achieved 
success in some particular line. 

Tentative dates for the convention are 
June 29 and 30. Nothing short of a 
conflicting convention or important 
trade event will bring a change as these 
dates are considered ideal for the mem- 
bership. With the meeting to take place 
on Monday and Tuesday, the members 
will be able to travel to the convention 
leisurely on Sunday. At the conclusion 
of the meetings the delegates may take 
advantage of the Fourth of July week- 
end to enjoy a vacation at the attrac- 
tive pleasure resorts which abound near 
all of the places under consideration. 


ELMER E. GIFFORD, who for 
more than 20 years conducted a feed 
store in Wilson, N. Y., died recently in 
his home in Hamburg, N. Y., a suburb 


of Buffalo. 


and increases their profits. 


EST. SINCE 1853 


THIS LABEL IS A SYMBOL THAT 
STANDS FOR QUALITY IN FEEDS 


Thousands of feeders demand feeds bear- 
ing this label as it guards their interests 


Flory feeds are built to meet the nutri- 
tional requirements of the most exacting 
feeders of live stock and poultry. 


FLORY MILLING CO. INC. 


BANGOR, PENNA. 


Let the Burton Feed Mixer 


The Burton Feed Mixer is something more 
than a machine for mixing feeds thoroughly, 
rapidly and at remarkably low power cost. It 
is a powerful merchandising help. 
appeal to the common sense of your customers. 
It will add to your sales volume and increase 
your profit on every bag of feed you sell. 


Let us tell you what other dealers think of it. 


The Burton Feed & Mixer Company 
2844 East Grand Blvd. 


Help You Build a 


Bigger Business 


Its use will 


Detroit, Mich. 
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Feeding Costs Based 
On Production 


Albert J. Thompson, Wycombe, Pa., 
presented some facts on the cost of milk 
production that astonished the delegates 
at the recent convention of the Eastern 
Federation of Feed Merchants, held at 
Syracuse, N. Y. The report was pre- 
pared by R. G. Waltz, in charge of the 
Montgomery County Farm Extension 
association, and itemizes the cost of 
keeping a cow for one year, as revealed 
by records of the Montgomery County 
Cow Testing association. 


Boughage > 51.58 
Labor 48.75 
Hauling milk 6.59 
Interest and depreciation............... 35.61 
Decrease in 3.84 
PAROS, CLC. 48.41 

Credits, calf and manure................ 41.02 

10 per cent managerial ability...... 23.02 


Average production of milk per cow. 
8,336 Ibs. 

Average cost per cwt. milk.............. $3.04 

Mr. Thompson also cited records of 
the association which showed that herds 
with an average of 3,000 pounds of milk 
per year per cow produced at a cost 
of $4.27 per hundred pounds of milk, 
while herds with an average of 10,000 
pounds per cow produced milk at $2.23 
per hundred. 

He called attention to the rapid de- 
cline in cost as the production increased 
and urged the dealers to encourage 
farmers to stop feeding all cows alike 
and to feed according to their produc- 
ing ability. 


BOOKLET ON NEW MILL 

An interesting booklet describing a 
visit to the new mill recently construct- 
ed by the Cooperative Grange League 
Federation, Inc., at Buffalo, N. Y., has 
been issued by S. Howes Co., Inc., Sil- 
ver Creek, N. Y. More than 24,000 
gopies have been sent to flour and feed 
firms throughout the country. The 
booklet gives a detailed explanation of 
the layout and operations of the new 
plant and contains numerous pictures, 
showing sections of the mill and the 
machinery installed. Those who have 
not received a copy may obtain one 
free by writing direct to the S. Howes 
Co, 


SAFE BURGLARS ‘ACTIVE 

Safe burglars recently entered the 
Young Mills feed plant in Lancaster, 
N. Y., a Buffalo suburb, wrecking the 
company’s strong box but apparently 
being frightened away before they could 
reach the small amount of cash in the 
safe. Frank Young, proprietor, had 
taken heed of recent reports of many 
mill burglaries in the Buffalo district 
and removed the firm’s cash to a place 
of safety before the robbery. 


Cottonseed Meal 


ALL GRADES 


Arrival Drafts 


——~ Quick Shipments 


Established 1898 


Humphreys-Godwin Co. 


<f ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed 


BUFFALO, N. Y. 


CHAMBER OF COMMERCE BRANCH OFFICE 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, Ia. ......................005- Gluten a 
HENRY LICHTIG & CO., Milo and Kaffir 
HN F. CRAIG & COMPANY, OPhitadelphia, |, See Blackstrap Molasses 
MUTUAL RENDERING CO., Philadelphia, Pa....................... eat Scrap 
OYSTER SHELL PRODUCTS Co., Philadelphia, Pa................ Oyster Shells 


& Grain Co., Inc. 


MIDDLETOWN, N. Y. 


Cane Molasses 


FOR FEED MIXING 


TANK CARS—BARRELS 


Excellent Quality and Service 


P. O. Station E 


NATIONAL MOLASSES 
CORPORATION 


PHILADELPHIA, PA. 


D\COPRA 


Wooster Feed Mfg. Co., Wooster, Ohio, 
Since we have handled Candied Copra 
for a considerable length of time, we are 
in a position to know something of its 
merits—this knowledge we have gained 
in a practical way, directly from the 
feeders in our vicinity. As evidence as to 
how the feeder likes Candied Copra, will 
say that we have not, up to this time, 
started a single customer using it, who 
has discontinued its be and our list of 
customers is still gro ing. 
THE HAYNES ILLI G COMPANY 
Ss. Haynes 


[URN your formulas into sweet, palatable mo- 
lasses feeds with this new molasses meal. Easy 
to handle,and makes a wonderful improvement in 
your products. Especially fine for poultry mashes, 
where even texture and uniformity are of greatest 
importance. An excellent retail commodity tooffer 
your trade, that becomes popular with the farmers 
wherever it is sold. Write for delivered prices and 
full information. 


The Wooster Feed Mfg. Co. 
WOOSTER, OHIO 
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When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 


cost you one cent more than 
the other kind. 


Darling & Company 
Department A, Chicago, Ill. 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


REG. U.S. PAT. OFF. 


MOLASSES 


GENUINE CUBAN BLACKSTRAP 


The NORTH AMERICAN TRADING and IMPORT CO. 


260 SOUTH BROAD STREET 
PHILADELPHIA, PENNA. 


Wire or Phone for Quotations 
CHICAGO NEW ORLEANS BUFFALO 


SWEET DAIRY FEED 
164% PROTEIN 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
x Shippers of Corn and Oate—Write for Samples and Prices 


“FOR BETTER SERVICE” 


Phone Phone 
GENEVA : GENEVA 
7389 7389 


COMPANY 
GRAIN MERCHANTS 
MINNEAPOLIS 
MINNESOTA 
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Poultry Rations Lead 
In Ohio Sales 


More than 724,000 tons of commer- 
cial feeds were sold in Ohio during 
1929, according to reports received 
from 243 out of 421 manufacturers in 
response to a survey made by V. R. 
Wertz, of the state agricultural experi- 
ment station. The tonnage represents 
about 58 per cent of the total, it is 
estimated. Poultry feeds represented 
the largest volume in commercial ra- 
tions. Figures compiled from the re- 
ports of the 243 manufacturers respond- 
ing were as follows: 


Product Tons’ Per Cent 
Poultry feed................. 24 
Hog feeds 3 
All other mixed feeds 49,3611 ........ 7 


Miscellaneous feeds 

such as bran, mid- 

dlings, tankage, al- 

falfa meal, ete........... 351,048 ........ 48 

Of the 243 firms reporting, 182 gave 
their 1928 tonnage which revealed an in- 
crease in 1929 of approximately 20,000 
tons with about the same ratio main- 
tained between the various feeds. 


R. H. LANG, Jefferson, Wis., who 
recently sold his seed business to A. H. 
Johnson, Oconomowoc, Wis., has ac- 
cepted a position with the L. L. Olds 
Seed Co., Madison, Wis., as assistant 
manager, in charge of the grass seed 
department. 


iICOLLET 
HOTEL 


“At the Gateway” 


Minneapolis 


NICOLLET - WASHINGTON 
HENNEPIN AVENUES 


—600— 
First Class Rooms 
AND 


Three Restaurants 
at MODERATE RATES 


Excellent Food 
Courteous Service 
Central Location 


Ww. B. GLARK, MANAGER 


= [DARUNGS] 
| Pat ore 
| 
| | = | MEAT SCRAPS | 
: | = | FOR POULTRY | 
| =| | 
| = | DARLING-&-COMPANY 
= STOCK YARDS | 
\ 
| 
| 
Home of WCCO Studio: 
| HIAWAT | 
500D BEDS 
| | You SLEEP 
COMFORT 


FIRE 


CONSTANTLY MENACES 
YOUR FORTUNES 


The Mutual Fire Prevention 
Bureauandthe Mill Mutuals 
stand as strong safeguards 
to prevent disaster and to 
indemnify you in case you 
are overtaken. 


Ask your Insurance Office 
for its recommendations 
now. 


THE MILL MUTUALS 


Mutual Fire Prevention Bureau 


230 East Ohio Street Chicago, Illinois 


Franke Grain 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


IF IN NEED 
of 


Dried Skimmilk 


or Pure 


Dried Buttermilk 


It Will Pay You to Wire US 


Car Lots Ton Lots 


«» 


La Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
Any thing In Feeds 
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Doughboy 
Chick 
Starter 


for 
Faster 
Growth 


4 
CHICK FEEDS 


OUR poultrymen will appreciate the 

the results they obtain from Dough- 
boy Chick Starter Mash. Yeast foam 
in Doughboy Starter Mash lowers the 
mortality and increases‘the growth of 
the chicks. It promotes healthy flocks 
and keeps poultrymen satisfied so that 
they become good customers for Dough- 
boy Laying Mash. Are you handling 
Doughboy feeds? 


“Look for the Soldier on Every Sack’’ 


New Richmond Roller Mills Co. 


NEW RICHMOND, WIS. 
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JOSEPH A. BLUM, New Washing- 


+ LA S S [FI E | Obic. bas purchased a molasses 


mixer which was recently installed. 


Service department for our read- E.J. KOPPELKAM CO. 
ers. Low Rates: 25c per line; J. W. STRAUSS & SON, North 
minimum $1.00. Manchester, Ind., have remodeled their 
warehouse, separating the office and dis- 


HAY FOR SALE play room from the feed and grinding 
Alfalfa-Clover-Timothy and Clover Mixed- fs 

ny Hay. Delivered prices quoted. JOHN departments 

EVLIN HAY CO., 192 North Clark street. 


Chiongo, IOWA MILLING CO. 


POSITION WANTED CEDAR RAPIDS, IOWA MILWAUKEE, WISCONSIN 

Position wanted as manager for cooperative 

feed or dealer. my Shippers of 

wer plant, grinder, mixer and molasses . 

Know the Can any CORN and OATS Phones Broadway 0032, Daly 0783 

kind of fee rite - c/o 3 
BAG, 210 East Michigan street, Milwaukee, Wis. Cedar Rapids Weights and Grades 

Get our prices—We can save you Money 


GRAIN FUTURES 


373 Broadway 


Member Chamber of Commerce 


SALESMAN WANTED 
A man who has thorough knowledge of poultry DRIED BUTTERMILK 


and dairy feeding problems. Must be able to DRIED SKIMMED MILK 
roduce results. Write BR-41, c/o THE FEED Feed System Engineers 
AG, 210 East Michigan street, Milwaukee, Wis. Feed Mill Machinery 


Feed Formulas 
FEED BUSINESS FOR SALE S T EDWARDS & cO., INC CEREAL 


Michigan street, Milwaukee, Wis. MINNEAPOLIS 

NEBRASKA CONSOLIDATED SPECIALIZE IN 


Feed business—central Wisconsin—good loca- 
tion—new buildi d hi . Track loca- 
tot grinding price for MILLS COMPANY GOOD 
t 
c/o THE FEED. BAG, 210 Ret MILLERS OF; CORN and OATS 


street, Milwaukee, Wis. 
Mother’s Best Flour Per 
FEED BUSINESS FOR SALE WISCONSIN TRADE 


A-1 Elevator, Feed and Grain business with 
with a good grinding business. ocated 1n fine 
in Eastern Swedish Type 


Wr 
wee | SERED OATS 
Natural No. 2 White Recleaned—40 Ib. 
BULK OR IN SACKS 
Barreled J. F. ZAHM & CO. 
TOLEDO, OHIO SINCE 1879 M. G. RANKIN & Co. 
Cane Molasses 


IN BUYERS OR SELLERS DRUMS 


34% Oil Meal Reliance Feed Co. GRAIN 


MILLFEEDS 
Dried 500 CORN EXCHANGE FEED 


Malt Sprouts MINNEAPOLIS, MINN.: 


Maney Bros. Mill & Elev. Co. Redes Feam CE Meal Chamber of Commerce 


IS ALL THAT THE NAME IMPLIES MILWAUKEE, WI 
CAR LOTS TRUCK LOTS Best because it is manufactured as a . - 


2 specialty in a specially equipped mill. 
RYDE & CO., Chicago, . Illinois 


More dealer’s "accounts solicited 
DROP US A CARD FOR PRICES 


anity Fair GET MY PRICES—SAVE MONEY usiness 
A. L. STANCHFIELD 
Flo ur Printed messages 
4 They are profitable 


orn 


Prices Right—Service Prompt 
TRY US. 


2 Co 
Laboratory Tested. ADTKE 
Made Right and Priced Right. R BRos. &X 


Write for our prices in straight Estasuisnep 1894 
and mixed cars with bran, midd- es 
No-Milk Calf Food PRINTERS 


lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


BINDERS 
522 MILWAUKEE STREET 


National Food Company Puone 1076 MILWAUKEE 
FOND DU LAC, wIS. Broapway WISCONSIN 


LEADER FOR 45 YEARS<—@ 
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Equipment Depreciation fackers. sack ine barrel 
Rates Are Listed Reels, bolting... eae 5 G 
Scales: et Balanced 
In a preliminary report based on ex- Automatic pendulum... 15 ........ 63 " a 

tensive analyses of depreciation rates Vitamin Strength 
the bureau of internal revenue has is- In Your Growing and 
sued a guide indicating starting point ye ert lll 10 10 Laying Mashes 
rates of depreciation on various types = Magnetic. 20 ce 5 Feed mixers find MARDEN’S a safe. 
of machinery and equipment used in Wheat: 

ngth,— one at iIn- 
the feed and milling business. The bu- 23 creases the value without increas- 
reau encourages tax payers to separate a Petendcieinetiberecie ae 10 ing the cost of the feed. 
the depreciable items in classes accord- 63 ’ 
ing to their uses and probable life. Fol- Trucks, hand... 5 | eee 10 MARDEN S 
lowing are some of the rates indicated Washers, wheat................ Pcs 10 CERTIFIED 


in the guide on machinery and equip- 
ment used by millers, feed dealers and 


COD LIVER OIL 


J. H. VANDECAR, North Branch, 


manufacturers. Mich., has purchased a building which i. vides both ee 
Yearsof Depreciation he is remodeling into a seed store SS ee 
vale strength and balance. 
Type of equipment life (per cent) ° x 
Bolting machines............... eae 5 Wild trademark is your guarantee of sat- 
Cleaners, sack... 15 
Cockle machine................. | ae 5 Write for booklet and low 
Conveyors, spiral steel..... 20 ........ 5 quantity prices -- TODAY. 
Dust collectors................... $ PEARL GRIT 
5 
Elevators, flour, endless é 
chain type................ 68 or extra 

Graders, 5 
Mills: MARD -WI 

: 512 Columbia St., - Somerville, Mass. | 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


Molasses 
Peat Moss 
Pearl Grit 
Salt 


Car Lots .. Ton Lots 


FEED SUPPLIES, INC. 
506 Chamber of Commerce 
Milwaukee Wisconsin 


Piqua 


When your customers buy poultry 
supplies, remind them of Pearl Grit. 
You'll increase their profits and 
yours, too. Every day in the year 
poultry should have access to Pear 
Grit. Itsupplies grinding and mineral 
material inidealform. Makes young 
birds thrifty by building strong bones. 
Makes hens lay big eggs with firm, 
smooth shells. . 

Push the sale of Pearl Grit through- 
out the spring and summer. Your 
customers may become careless 
about keeping the boxes and hop- 
pers filled when the birds are on 
range. Caution them about that. 
And also sell Pearl Powdered Lime- 
stone. There's a lot of it used for 
livestock as well as to mix in poultry 
mashes. 


Make Money on Both 
Small and Large Lots 


You no longer need to scoop, weigh, and 
sack calcium material to accommodate 
buyers of small quantities. For Pearl Prod- 
ucts are put up in attractive 10-Ib. cartons 
as well as 100-Ib. a Sales are made 
quickly with no trouble. And you get a 
higher price per pound. 

Increase your sales by featuring Pearl 
Grit and Pearl Powdered Limestone. Sup- 
ply the demand our advertising creates. 
Order Pearl Products from ved jobber. 
Or write us for a supply of these year 
*round profit makers. 


PEARL GRIT CORP. 


603 Bridge St. Piqua, Ohio 
0-8 
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MYLES 
LOUISIANA SALT 


- “Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 
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times as strong in Vitamin A 
potency as yellow corn. « « « 


This factor alone would 
make this meal an ex- 
cellent ingredient even 
if it had no protein. 


Strengthen your chick 
starter, growing and 


TUNE IN on WLS Chicago 


° BeaNuracrur ver W 
laying mashes with this JBENICKeFORD Monday, ednesday 
rich concentrate— [Betmmcsaavsee and Friday Noon at 12:15 


Vitamin A vegetable 
protein combination. 


Central Standard Time. You 
will find it an interesting 


Douglas Corn Gluten program. 
Meal is a profit adding element in the <-. 
ration of fattening cattle and lambs. 
This is all checked up in our new book- 
let, now ready for mailing. If you L. Teweles Seed Co . 
haven’t received your copy, send for it MILWAUKEE WISCONSIN 
today. It’s free. Distributors of the 
FAMOUS BADGER BRAND SEEDS 
ENICK & FORD LTD., INC. 


CEDAR RAPIDS, IA. The Largest Seller in Wisconsin 


revolutionary 
invention 


About once in a blue moon some 
genius pops up with an invention that 
everyone has been watching and wait- 
ing for. 


And now, Presto! Like magic! comes 
an entirely new idea in the operation 
of grain cleaners. So utterly different 
that the mere thought of it seems in- 
credible. Imagine a separator having 
no eccentric shaft! Ever heard of the 
marvelous Buhler drive? Let’s tell 
you about it. It’s an interesting 
story. Too good to miss. 


Eureka All-Steel Separator 
with 


patented Buhler drive. 
Note the absence of eccentric shaft and eccentrics. S. HOWES CO. ? Inc. 
Old machines can be remodeled to this drive. SILVER CREEK, N. . 


Write for Catalogue FB-125 
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CORNY, 
CARBOHYDRATE 40 =) 
ROCEN FREE EXTBACT, not bess 
a 


Home grown stocks of feed are low. 
Feed prices are near bed rock. 
Our feeds are high in Results—yet Low in cost. 


Deaiers appreciate Vitality Service—Vitality Co- 
operation. 


Modern labor-saving manufacturing facilities— 
laboratory control—uniformity — care in the 
selection of ingredients—these things spell 
feeder-satisfaction — and profits for our 
dealers. 


We back up our dealers with convincing, help- 
ful advertising. 


Ask to have our local represen tative call. 
No obligation, of course. 


I 
Li=-PRODUCINE 


2020 Board of Trade 
CHICAGO 


| 
| 
| | 
i] 
| i} 

H 
: 
MAKERS OF RATION 
i} 


TOUCH 


Assuree Solve Your 


\ Dealers 4 Sales Problems _ 
with | 
ae dealers are which King Midas 
\ one, progress ha a 4urn 
to realize mpetition” Highest 
Flour ric cing das 2 
» ar esta use ; 
| 
It Pays To 
Concentrate 
Flour 
: Read the-two brief para- 2 
: graphs in the white panels a. Sales Efforts 
of this advertisement. How 
are you solving your flour 
: sales problems? King 3 Many dealers have come to see the fallacy 
Midas will be glad to help of handling too many brands of flour. They 
e if you ai duane the King are discontinuing the weak and slower moving 


lines in favor of the leaders—realizing that 
concentration increases their buying prestige, 
adds to the strength of their merchandising, re- 
duces their inventory and boosts their profits. 
King Midas is a leading flour—and its lead is 
increasing steadily from day to day, month to 
month and year to year. 


Midas Mill Co., Minneapo- 
lis, Minnesota. 


» 


| 


a! 
: 


